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A Wider Field— 
An Increased Opportunity 
Because We Have 


Resersrerre 


0. Cc. L. BUILDING 


Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Children 
on variety of Life and Endowment plans, thus enabling 
parents to buy all of the Family’s insurance on the Ordinary, 
i.e. Annual, Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability 
features for Males and Females alike. 


Standard and Substandard Risk Contracts, i.e.less work for 
nothing. 


“THE OLD COLONY LIFE mg 
INSURANCE COMPANY 7 . 
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of CHICAGO, ILL.” eA 








The Company has its Home Office in its own building at 166 W. 
Jackson Blvd. running through to Quincy and Wells Street, right 
in the heart of Chicago’s Financial district. 
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“YouR HOUSE AND BARNS ARE 
PROTECTED AGAINST FIRE AND 
aa LIGHTENING . HOW ABOUT | LIFE . 


INSURANCE PROTECTION FOR 
WIFE. AND CHILDREN ? 


Guess Ib BETTER HAVE 


Vee OF THAT ToC. “ 







































Life Insurance Men— 


A Contract with Our Company 
will insure you a prosperous year 


BEST COMMISSIONS—BEST POLICIES—WRITE US 
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TWO NEW BODIES COME 


State 


TRAVIS 


A. L. Harty of the International Life 


msurance 


FROM DENVER MEETING 


Offic 


Supervising 


ers 


Company Officials Decide to 


Form Organizations 


IS HEAD OF ONE 


Heads the Company Committee to 


Perfect Permanent Organization 


BY CYRUS K. DREW 
YENVER, COLO., July 24 Keep 
vestern money at hom« That was 
keynote of the jomt onterences oO! 


he 


companies domicile 


1 in 


west of the Mississippi river and the 
home commissioners ot thos states 
held at Denver, July 20-21 

The result of this meeting is the crea- 
tion of two new organizations (One 1s 
to he composed ot all classes ot msur- 


The other has 
under the 


ence 


Terence 
littes 


swing the 


ne 


} 
rie 


e carriers m the states 
already 
title the 

Supervising Insurance 
of the 


entrusted t 


ol \merica 


ot 


organization com] 


has been 


of seven who will en 


movement into shay 


sprung 


indicated 
into lite 
C onter- 
Officials. 


n 


many con- 


o a come 


deavor to 


x by tall 


ents were 


Any Departments Represented 
Six state insurance departm 
present at the Denver confer 


nce 


six states had visiting company officials 
The total companies represented other 


than Colorado local compan 
proximately 18, the majority 
being the younger life com 
Kansas. Denver had a good 


at all the 


s W 
ol 


panies 


as ap- 
them 
ot 


represen- 


tation sessions 

The company conference was called 
to order by Commissioner ( ochrane o 
Colorado \ prepared statement was 
read by him. He said that the meeting 
was tor utual benefit, to discuss 
problems of the business as they pe- 
culiarly affect the companies of the west 


I 


1¢ 


harmony, cautions 


urged 


j 


aq akall 


asking anything radical of the commis- 
oners and then turned the meeting 
over to the company representatives 
Walter Chorn of the Charles M. 
Howell reciproca! Omec at Kansas 
City nominated A. L. Harty, tormer 
Missouri commussioner, treasurer of 
1¢ International Life of St. Louis, as 
permanent chairmat ot the col many 
conference 
Harty’s Forceful Talk 
Mr. Harty made quite a_ forceful 
lk H« said the time had come tort 
e companies domiciled west of the 
\l ssissippi river to do something to 
top the great wave ot money gong 
ross the river to the treasuries oft 
istern companies He said that 90 
recent of the insurance premiums col 
cted in Missouri went out of the state, 
d the situation was similar in all the 
estern states. To stop that, to build 
» local companies so that this condi- 
(CONTINUED ON PAGE 17) 


and 
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Also | 


| former pre 


PROGRAM ANNOUNCED | ALBRIGHT AGAIN LEADS 


MEETING OF COMMISSIONERS 
Annual Gathering of the National Con- 
vention Will Be Held at Swamp- 
scott, Mass., Sept. 5-8 


Phe gra for tl , Ses 
sion of the Natio ( e! 
Insurance Commissicners to be ‘ at 
Swampscott, Mass... Sept 8 has he 
sent out Thomas B Do ls of 
Pennsylvania is president of the vc 
atior r} progran s as tollows 


Tuesday, Sept. 5, 10 a. m 

Meet gx called to ordet 

Address of We re Channing H. « x 
LON nor of Massachusetts 

Response Piatt Wh rs 
president 

Ca of states 

President's address—’ s. B. D ‘ 
son president 

Call of committees 

Puesday, 2 p. m. 
Communications and reports 
Uniform Methods of Fire Insurances 


Thos, S. Me 





Kiate Making Murray Jt 
commissioner of insurance Indiana 

Discussion H. © Fishback, Washing 
ton; L. T. Hands, Michigar ind John Cc 
Bond, West Virginia (five ites each) 

State Supervisior and lution of 
Insurance Rate Making Francis R 
Stoddard, Jr... superintendent f insur- 

nee, New York 

Discussion—Jaumes KF Ramey Ken 
tucky T M Henry Mississippi and 
Bruce T. Bullior Arkansas (five minutes 
each) 

Upon the adjournment of this session 
of the convention, an automobile excur- 
sion is planned through Concord and 
Lexington, visiting points of historic and 
literary interest, including a dinner at 
the selmont Springs Country Club 

Wednesday, Sept. 6, 10 a. m. 

Communications and reports 

Sale of Insurance Policies is Inci 
dental to Other Business Transactions 
H. R. MacGiibbon, deputy insurance com 
missioner, New Mexico 

Discussion—tieorge W. Wells, Jr Min 
nesota: John W. Walker, Utah, and John 
J. Donahue New Hampshire (five in 
ites each) 

Fire Prevention s | ing t the 
Preservation f Our Forests I H. Wil 
hour nsura miss Rn} 1 
Island 

Discussior Howard J Brac ldaho 
George P,. Porter, Montana, and G. Wa 
ton Smith, Maine (fir minutes each) 

“Reciprocal Exchanges W B. Young 
chief bureau of insuran Nebraska 

Discussior Frank I Travis, Kansas 
Hon. Stacey W Wade Nor Care a 
and Thos. J. Hous I ! s 

Wednesday, 2 p. m 

Communications nad reports 

Workmen's Compensation Rates and 
Benefits J. S. Phillips, former superir 
tendent of nsurance of New York and 
Frank H Hardison former nsurance 
commissioner of Massachusetts (bot! 

sidents of the conve tion). 


(jener discussior 
Wednesday, Sst0 p. m. 
Annual session of the Pamunke 


Thursday, Sept. 7. 10 a. m. 


Communications and reports 
Uniform State Laws Regulate 
Tax Marine Transportation Insurance 


and 


B. W. Gearheart, superintendent of insur- 
ance Ohio (After Mr. Gearheart has 
concluded the reading of his paper, the 
Convention will go into committee of the 


SET A NOTABLE RECORD 


Mutual Star Producer 
Shows Total of $29,425,250 in Less 


Than 18 Years 


HAS 
| Northwestern 
| 


MILWAUKEI WIS | 
‘) of tl features ¢ the annu d 
er of the Northwester Mutual Lite 
\gents’ Associat Puesday wht \ 
the presentation of company and ass 
clat ( ree FE. Copelane 

| tendent ! a‘ es r busime 
esults du 9 ¢ past ve Dr. Cc. 3 
\Ibright of Milwaukee, for the sixteent! 
consecutive t «, won the top honors 
having writ nost msurance tor 
he Northwest Mutual Life in 1921 
1922, with a total of £2.100.000 This 
record shows o1 USINess written in 
the Northwester: which limits on a 
single life to $150,000. and does not in- 
dicate the surplus lines placed with 
other companies by Dr. Albright 

Phe record of Dr Albright mm ts 
entirety has ard a parallel in the 
entire history of life underwriting In 
period of less than « ghteen vears, Dr 
Albright has writte: total of $29,425,- 


250 of lite business the Northwestern 
Mutual. His production has not dropped 
below $1,000,000 for anv vear since 1907 
running over &SY.000,000 tor tour vear 
and over $3,000,000 one vear 

Following is the list of award@s for 
business results. announced for 1921- 
1922 

Class AA, ( I Albright, Wisconsin 


$2,100,000 
Class A, I 


576,167 


Stinde Missour 


$1 


Class B. (¢ \ Phelps New York 
$730,000 
Class { Wettengel & \Wettengel 


\Wisconsit 


D 


1O1L.600 


Class West Virginia 
$552,167 
Ciass |] Abe Ca 


S376.667 


Number of lives—B. ¢ 


Wisconsin 


I i- 


Os 2s 
whole te hear irzuments from those ir 
rested in the subject.) 
Thursday, 2230 p. mm. 
Aute obil xcursior up the North 
S} re rhe precis route has not vet been 


mapped out but wi follow in general 


th oust up into New Hampshire, where 
cinner will be had at the Hotel Farragut 
Friday, Sept. 8, 10 a. m. 


(Communications 

\ Letter-box 
ind Problems. ( 
problems before them for 


them 


nd reports 

Departmental Rulings 
who have 
solution are ‘ 
out and hand 
the Con 


session.) 


‘ommissioners 
iuested 
the 
be cussed a 
of officers 
utive sess 


during 
t this 


them t cretary 


vention to 





Election 
exe 
Adjournme 


nt 


Saturday, Sept. 9 


The Rhode Island insurance interest 
wil entertalr the Convention at the 
Squantum Club near Providence Fur 
ther details of this trip will be given 
out at the Convention 


Oscar Wilkins, Jr... who has been con 





nected with the Memphis branch office 
of the New York Life, has resigned and 
will return to his former home in Jack 
sor Miss Mr Wilkins has not an 
nounced hi future onnection, 


TWENTY MILLION FOR 
1922 IS ROSEN’S GOAL 


Life 
of World Likely to Exceed That 
Quota for Year 


Premier Insurance Salesman 


HOW HE GETS BUSINESS 
Some Interesting Sidelights on Person- 
ality of New York Life “Ace” 


and His Methods 


HY GHORGEHE A. WATSON 
NEW YORK, July 22 Lite msur- 
cK auents disposed to ofter hard 
times” as an excuse tor their tailure to 
ecure assigned quotas of new business 
should take note of the experience of 
Harry LB. Rosen of this city, for vears 
the tar” hie msurance salesman of the 
world, whose personal writings tor 1922 


promise to exceed the $20,000,000 mark 


j 
recorTra 


Last vear the was $18,000,000, 
but not satished with that Alr. Rosen 
proposes to pass it \ a comtortable 
margin during — the present twelve 
months, and at the rate he has been 
going since Jan. 1, will easily attain his 
goal Next veat ind each succeeding 
period a higher figure will be set, and 
who may predict what Mr, Rosen's 
ritings will be im 1930 Asa producer 
he is in a class by himself, though he 
modestly refuses to claim qualifications 
not possessed by the average man, if 
the latter but exercised them In love 
with his work, and believing whole 
heartedly in the service he offers, Mr. 
Rosen 1s able to convince others ol tts 
worth, and to that fact attributes im 
large part the great success he has 
made ot life insurance soliciting 


Hard Man te Interview 


\ctive in banking and other import- 
ant business enterprises as well as hie 
insurance, Mr. Rosen is a difficult man 


to interview because of his numerous 


engagements, and of his innate dislike 
of publicity Che writer was tortunate 
enough to get the great salesman off 
guard, and in the course of an aiter- 
noon spent at his spacious home on the 
Connecticut shore recentlh) learned 
something of his experience m life in- 
surance work, and the factors that had 
contributed most largely to his success 


Thoroughly democratic in speech and 


manner Mr Rosen talk directly and 
positively, emphasizing his points from 
time to time with an emphatic shake of 
the head and by striking one hand in 
the palm of the other \ man ot strong 
convictions, he is yet far trom dogmatic 
and always gives a reason for the faith 
that is in him. From time to time, after 
making a particular assertion, he asks 
pointedly “Am I not right And he 


isually is 


Steadfast 


Mr 


in Allegiance 


When 


Rosen was induced to take 


an agency for the New York Life some 
20 vears ago, he knew as little about 
the business as one possibly could; but 











2 
he appreciated that men needed protec- 
tion and that through no other medium 
could it be afforded so well as by a life 
policy. He felt, too, that the company 
he represented was all that was claimed 
for it and that it had both the willing- 
ness and the ability to carry out every 
assumed, to agent = and 


obligation 
Though frequently importuned 


assured. 


to associate with other offices, Mr. 
Rosen has been steadfast in his alle- 
giance to the New York Life and de- 
clares he will remain with it so long 
as he continues in active business 


Sells Protection Only 


“I do not recommend insurance as an 
investment—only as protection,” Mr. 
Rosen said. “If a man is selling invest- 
ments he should connect with a bonding 
nouse and not with a life insurance com- 
pany. The function of life insurance 1s 
to afford protection, and it is protection 
the home, the business, or the 

that I talk. Believing as I do in 
protection, the insurance I sell is either 
ordinary life or 20-pay life, thereby se- 
curing for thé assured the largest pos- 
sible coverage at the lowest cost.” 

Continuing, Mr. Rosen said, "_ 
firmly convinced that every man should 
; amount of insurance com- 


—for 
estate 


am 


carry an 
mensurat¢ 
man who does not should be led to see 
the error of his ways. It is not difficult 
to convince the ordinary man, particu- 
larly if he has had general business ex- 
perience, as to his need for life imsur- 
ance, If in my soliciting I fail to secure 
an application from my prospect, at least 
after the second interview, | give him 
up; there are too many others who can 
be convinced to waste time upon the 
skeptic 
Learn Conditions in Advance 

“Another plan | follow is learning all 
about the physical and financial condi- 
tion of my prospect before approaching 


him. If he has an organic trouble or 
his health is such that I have doubt as 
to his passing a severé medical test, | 
drop his name from my list. The ex- 
ercise of care in this direction is re- 
sponsible for the low rate of rejections 
had upon my applications. Assured ot 
the physical standing of a man, and 


informed as to his financial and general 
business status, | submit my proposi- 
tion, and rarely does the prospect sug- 
gest a change The agent should bear 
the same relation to his client the 
lawyer and the physician and through 
his superior knowledge of life insurance 
be in position to name the amount and 
type of policy to be applied for. 


as 


Writes Men of Every Class 


“Every healthy man is a prospect for 
life insurance and if he be deserving 
should be given the protection it af- 
fords | seek my business among men 
in every walk of life, and am thus able 


to keep up a high average production; a 
condition that would be impossible were 
I to specialize upon any particular class 


of workers. During the dark days ot 
1907 when the country was in the throes 
of a financial panic such as it had not 
known since ‘Black Friday,’ I wrote 
business very freely, through being 
able to contrast the stability of the life 
insurance companies with those of in- 
dustrial houses and financial concerns, 
the securities of which were in many 
cases not worth the parchment upon 
which they were written, while the life 
policy would always pay 100 cents on 
the dollar. Che experience of 1907 | 
have duplicated during the past two 


vears of industrial depression, when I 
had moneyed men lay down their stocks 


and bonds and tell me frankly how 
little they could realize on them. The 
solvency of the great live insurance 
companies is a rock upon which the 
agent can stand, and is an argument 
against those who preach investment 
that is irrefutable.” 
No Cold Soliciting 
Mr. Rosen has never done “cold so- 


liciting,” his practice being to gain per- 
sonal introductions from his clients to 
(CONTINUED ON PAGE 4) 


with his means and that the | 
le 
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|| ANALYSIS OF CLAIMS 


DENVER RESOLUTIONS PASSED 


Pronouncements from the Conference of Trans-Mississippi Insurance 
Commissioners 


Resolutions in which life companies TWISTING AND UNFAIR COMPETITION 


— —— —— 
are interested were passed by the in- 
surance commissioners of states west of 


They are 


CAMPAIGNS 


the Mississippi River 


ADVERTISING 


Whereas, it is the purpose of this con- 
ference to encourage and assist in every 
legitimate movement for the upbuilding 
of the insurance institutions of our re- 
spective states, and to secure the passage 
of laws to better safeguard the publi« 
interest, When such is necessary; 

And, whereas, the laws of our states 
permit and provide for companies to 
operate on the stock, mutual, reciproal, 
fraternal or assessment plan; 

And, whereas, we believe there is 
ample room for all these classes to oper- 
ate successfully, thus giving the citizen 
his choice, and encouraging legitimate 


competition; 


Plans Are Sateguarded 


laws of the 


business 


Various 
of insur- 
framed for the 


And 


States 


whereas, the 
regulating the 
have been carefully 
of safeguarding and protecting 
insuring public and have recognized 
safe the various plans, and pgiven 
ample and equal state endorsement as to 
the soundness of each within the scope 
of their respective operations, and by 
such legislative enactments have recom- 
mended with equal force each of said 
plans to the insuring public: 
Resolved that this conference 
record endorsing the 
proval these various plans 
we emphatically 


ance 
purpose 


goes on 
legislative ap 
of insur- 
condemn 


as 
of 
and 


ance 


advertising campaigns and propaganda 
instigated by any one class of insurance 
organizations the purpose of which is to 
tear down or injure another class We 
believe such to be harmful to the busi- 
ness of all classes as a whole and if 
earried on at length will ultimately bring 
discredit to all This resolution has 
particular reference to the character of 
advertising campaign conducted = and 
reprehensible methods adopted by cer- 
tain individuals lately, and this confer- 


ence goes on record as favoring ade quate 
legislation to prevent such practices, and 
in favor of the recovation of the licenses 
of companies who aid and encourage 
such practices through contributions or 
otherwise. 


* * * 


RESERVE LAWS 


essential to the 
institutions which 
issue contracts giving definite benefits 
for fixed charges, commonly known 
legal reserve companies Due considera- 
tion should be given to current of 
procuring. or continuing, the insurance 
in determining what are proper reserves; 
always keeping in mind that to be equi- 
table current expenses should be paid out 
current premiums, 
We, therefore, commend 
reserves" which are safe 
tific and equitable; 

1 For legal reserve life companies, the 
preliminary term method of valuation 


Proper 
safety of 


reserves are 


insurance 
as 


cost 


sound, 


“proper 
scilen- 


with no greater reserve liability than the 
lllinois standard 

2 For other classes of insurance in- 
titutions giving definite benefits for 
fixed charges, a reserve sufficient to rein- 
state the business and no morse \ 
higher reserve is of no benefit to the 
policyholders and enables the institution 
to conceal profits on which taxes other- 
wise might be payable. 

Ss & @ 
SAFETY OF INSURANCE INSTITU- 
TIONS 

Safety of legal reserve insurance in- 
stitutions is not dependent upon size or 
age. The real test of strength is the 
institution's ratio of admitted assets to 
its legal liabilities, assuming its under- 
writing practices to be sound, its invest 
ments good and its rates adequate, which 
ure almost invariably the case—the ex- 
ceptions, if any, being just as likely to 
be found among old and large institu- 
tions as among the young and small 
ones, 

Large institutions have large liabili- 
ties and old institutions that are strong 
are not so because of age but in spite 
of it. Size and age are mere incidents 
that will in time be experienced by all 


institutions 








After being satisfied that the institu- 
tion issuing a policy of insurance is safe, 
and no other kind is knowingly licensed, 
und after approving the policy contract 
as fair, equitable and in conformity with 
iaw, and no other kind is knowingly ap- 
proved, the next consideration of a 
Supervising Insurance official is to see 
that the policyholder gets the best possi- 
ble results from his purchase. 

For a policyholder to drop his insur- 
ance in one institution to take it in an- 
other frequently results in a loss to him 
financially or of accrued contract benefits 
cr both and seldom, if ever, to his ad- 
vantage. 

We, therefore, condemn the practice of 
‘twisting” which usually results from 
the gain that is thereby derived by the 
solicitor without regard to the loss of 
the insured To make the condemnation 
effective we recommend that the 
license be revoked of those agents who 
persist in such practices 

As only such institutions are licensed 
as are believed to be safe, and only such 
policy forms approved as are believed to 
be fair, equitable and in conformity with 
law, every institution licensed by us is 
on an equality with every other one in 
our view The permit we grant the in- 
stitution to do business is our commen- 
dation of it to the public This being so, 
it is unfair competition for any agent 
to convey the impression to any policy- 
holder or prospect that any licensed com- 
pany is not perfectly safe or its approved 
policy forms unfair, inequitable or not 
in conformity with law 

We, therefore, condemn such practices 
and recommend that the licenses of of- 
fending agents be revoked, and if it be 
found that the home offices of companies 
condone such practices, by allowing their 
agents to continue them, after the home 
offices are advised, the licenses of said 
offending companies themselves should 
also be revoked 

* 
“TWISTING” 

Whereas, the fraternal societies that 
are enacting legislation placing their 
membership on adequate rates of contri- 
bution with required reserves and equi- 
table surrender values are entitled to the 
full cooperation and assistance of the in- 
surance departments of the several 
states and such societies carrying a 
large portion of the life insurance pro- 
tection of the great producing class of 
our citizens are entitled toand should be 
given the same protection now accorded 
by statute and departmental practice to 
“legal reserve companies” against 
“twisting” and other unfair methods of 
competition; 

Now, therefore be it resolved that the 
insurance departments of the states will, 
so far as authorized by the law of their 
respective states, protect such societies 
against “twisting” and unfair competi- 
ion to the same extent a protection is 
extended to other forms of insurance 
and recommends that such societies be 
protected in every way against discrimi- 
nation and that they be denied no right 
extended to competitor 

Negro Company’s Progress 

The Supreme Life & Casualty of Co- 
lumbus, ©., a negro insurance oncert 
completed its first vear of operation last 
week According to the report of th 
directors more than $1.000,000 of insur- 
ance was written during the first veat 
at a cost of approximate $4,500 All 
the officers and stockholders of tl com 
pany are negroes witl I kK. Gibsor 
graduate of Harvard and Atlanta uni- 
versities, with long experience in the 
insurance ftield n the South, as presi- 
dent A. P. Bentley graduate of At- 
lanta university and former cashier of 
Solvent Savings Bank, Memphis, Tenn 
is vice-president 

The meeting of the stockholders and 
directors was followed by a banquet at 
which B. W. Gearheart, state superin 
tendent of insurance, and B. M. Roddy 
cashier of the Solvent Savings Bank 
Memphis, were the principal speakers 

George Newton of the Indianapolis 
staff of the Penn Mutual, is one of the 
city’s prominent baritone singers and 
Sunday night took a prominent part in 
the program of one of the local radio 
broadcasting stations ‘ 


WHAT THE SIX MONTHS SHOW 


Sharp Upward Turn of the Mortality 
Curve Is Found in the First 
Period 


rhe New England Mutual has made 
an analysis of its claims during the first 
six months of this year. It says in this 
“We know that if transient 
conditions cause a low death rate in a 
certain year, the opposite will follow in 
the next year if the conditions cease tuo 
operative.” Speaking further the 
New England Mutual says: 

“And that has been precisely our ex- 
perience. The year 1921 gave a very 


connection 


be 


low mortality rate; in 1922 the pendu- 
lum has swung in the other direction. 
In January there was a sharp upward 
curve, more claims being incurred than 
in any month of 1921. This trend con- 
tinued for the first five months; the 
sixth, however, was marked by the first 
low record of 1922, namely, 32.31 per- 
cent The rate for the half-year 1s 59.69 


percent, as compared with 44 percent in 


1921, and 63 percent in 1920. The in- 
curred claims on 611 lives, as against 
545 in 1921, amount to $2,896,164, an in- 
crease of $797,374 


Large Individual Claims 


“Another striking fact is that while 
1921 was distinguished by few large in- 
dividual claims, so far this year we have 


had 12 claims that totaled $540,000, an 
average of $45,000 each. But a redeem- 
ing feature of the whole report is the 


| average age and duration, which, except 


in the large claims, have remained high 

“Forty-two policies, issued in 1921 
and 1922, insuring $265,024, became 
| claims: while 25 policies, insuring $76.- 
230, with an average duration of 54.8 
vears, were paid 


| 


Causes of Death 


“An analysis of the causes of death 
shows that diseases of the circulatory 


system lead the list with 225, an in- 
crease of 32. Pneumonia caused 64, an 
increase of 14: and influenza, 33, an in- 


crease of 26. The recurrence of the epi- 
demic this winter, though mild by com- 
left its mark on our records. 
44, remains stationary, with an 


parison, 
Cancer, 

increase of only one, but it takes high- 
est place in the list of general diseases, 
surpassing both influenza and tubercu- 


losis. In fact, cancer and tuberculosis 
seem to have changed places perm- 
anently. Not so long ago the latter 
was always the leading cause of death 
in the general list. This shift in posi 
tion is apparently due, however, not s¢ 
much to an increase in cancer as to a 
decrease in tuberculosis 


Surrenders Continue High 

“Violent increase of 
but two, the total being 54: suicide re- 

in at 17, and our experi- 
ivorable in regard to 
with only 9 deaths 
high, notwith- 
a material falling off in policy 
1 


deaths show an 
stationarv 


1 
stil 





is verv f 
] 


automobile fatalities 


“Surrenders continue 
standing 


of surrenders 


loans \ study these aoes 
not reveal that thev are caused bv the 
unusual number of loans, the percent- 
iwe ot surrendered policies that have 
loans against them being no greater 
than in the past.” 
= 
May Become Victory Life 
The Preferred Life of Topeka has 
asked the state charter board and the 
insurance department for authoritv to 
change its name to the Victory Life 
The directors recently voted in favor of 
ithe change This company is one of 
the string of companies managed bv the 


Miller interests It has been ope rating 
only a short line but has been puttine 
business on its hooks at the rate of 


$300,000 a month ever since it received 
its certif cate 
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NORTHWESTERN MUTUAL 
AGENTS IN CONVENTION 





Annual Gathering at Home Office 
in Milwaukee Attended by 
600 Producers 


MEETING NEW CONDITIONS 


President Van Dyke Answers Question 
as to How to Make Sales at the 

Present Time 

MILWAUKEE, WIS.. 26.—"lf 


1 am any judge of human nature, the 


July 


uppermost consideration in the minds of 


you gentlemen is business, and the 
question which you desire answered is, 


‘How 


conditions?’ 


to produce sales under the new 
My attempted answer to 
your problem is my message to you to- 


said W. D. Van Dyke, president 
Mutual 


day,” 
of the Northwestern Life, in 
his address of welcome to the 600 agents 
of the company at the 
first business session of the 46th annual 
meeting of the agents’ association Tues- 
day morning. “We can never return to 
pre-war conditions because the experi- 
ences of war time and its aftermath 
have left their indelible imprint, 
their influence and effect are potent fac- 


opening of the 


and 





tors in determining our problems of 
how to make sales under the new con- 
ditions Among the benetits resulting 
irom our recent experiences have been 
the establishment of broader ideas, new 
mental attitudes, keener insight into | 


essentials and a public demand for their 
fulfillment. Business throughout the 
United States is today transacted on a 
higher plane than ever before. 
Two Requirements Set Forth 


“How are sales to be produced undet 
such new Preparedness tor 
the new when it 


conditions: 


business comes is 


surely the first step, for dull times are 
good times for constructive business 
building. There are set forth two re- 


quirements, to have a good product and 
to tell why it is good rhe product 
which we have and offer the public has 
been generally known as the credit of 
our company and its policy contract 
ut credit and policy contract today ars 
not all the elements that tend to create 


and develop the buying habit of our 
people. To make our product ‘good’ 
under new conditions, we must adapt 


our product thereto. 

“One of the most prominent and far 
reaching of the new conditions of todav 
is the public awakening to the apprecia- 
tion of the real value of service, a con- 
which we must meet and should 
meet by creating and developing an 
additional element of the product which 
the element of 


dition 


we offer, i. e service 


Seller Must Do the Werk 


The second stated requirement of 


sales under new conditions applies to 
vou gentlemen, as salesmen Life in- 
surance salesmanship differs f:om all 
other forms of salesmanship. Life in 
surance is said to be the only business 
in the world that has no market. Buy- 
ers of life insurance never take the 
intiative, except those who cannot get 
it or who are not entitled to it he 
seller must do all the work and there- 
fore must tell the prospect ‘why. To 
give the prospect not what, or all, he 
will take. but to give only that which 

idapted to his particular needs and 
best suited the reto, is real ser ict The 


t come to study the prospect's 


the light of modern 


ime has 
; 


needs in business 


conditions and thereby be prepared to 

render real service at the outset. 
“Under our new business conditions, 

for home office and field alike, the key- 


LIFE INSURANCE EDITiON 


HAS FULL ATTENDANCE 


CARNEGIE SCHOOL ON COAST 


Great Variation in Experience of Stu- 
dents Taking Los Angeles Course— 
Many Women Attending 
LOS ANGELES, CAL., July 25 
Since the opening of the summer term 


in Los Angeles of the Carnegie School 
of Life Insurance Salesmanship on July 


5, additional registrations have been 
coming in daily A complete check 
which has just been made for the com- 
mittee of the Life Underwriters’ Asso- 
ciation of Los Angeles, under whose 
auspices arrangements for the school 


were made, shows a full enrollment. 

A noteworthy feature in connection 
with the school is the range ot experi- 
ence of the agents taking the 
which extends from two weeks to 20 
years. A number of managers and geti- 
eral agents are included in the list and 
they exhibit as keen an interest in the 
instruction as the men more 
actively engaged in the work in the field 
of personal production. 


course, 


who are 


Many Women Students 


Eleven percent of the students are 
women, which is indicative of the 
nition which members of the female sex 
are giving to life insurance 
ship as a lucrative vocation 

\ number of students who have 
interviewed that the 
thorough and practical, so tar as 
have able to judge at this 
and men of long experience 
who are familiar with it say 
there is no question of its 
effective means of 


recog 
salesman- 


been 


state course 1s 
they 
time, 
busi- 
that 


value as an 


been 
ness 


increasing the voca- 


tional efficiency of the individual 
Rockwell on “Prospecting” 
Prof Charles J Rockwell of the 
|} Carnegic school was the principal 
speaker at a meeting of the home office 
agency of the Pacific Mutual Life Sat- 
urday His address was on the subject 


land elected an 


| Country 


of “Prospecting.” and covered the 
not only from the ordinary 


top 
viewpoint, 


but also included consideration of a 
number of different angles which in 
their application have been found et- 


fective in providing desirable materia! 
for the salesman to 
At the close of his 


well 


work on 

talk Prof. Rock- 
vote of thanks 
member of the 


was Liven a rising 


honorary 


agency club 


note to success is, to my mind, embodied 
in one 
and that word is 
your problem of how to produce 
conditions, permit me, in 
conclusion, to suggest that we promptly 
mect the new conditions by adding to 
‘Northwestern Credit’ and ‘Northwest 


ern Contract’ a new star in our standard 


word, in its new and broad sense 
‘service. To answer 
sale » 


under the new 


to be known as ‘Northwestern Serv- 
ice?” 
District Agents’ Conference 

The col ference was opened Mor dav 
noon with a district agents’ luncheon 
conference, with E. E. Lincoln of Ohio 
as chairman. Six of the district agents 
from various parts of the country gave 
short talks on various subjects of in- 
terest to this division 


the opening 
through the 
talks to 


Interesting features on 
day’s program were tours 
home departments and 


agents m each department cX- 


omece 
Visiting 
p'aining the 
nection with 
A golf tournament at the 
Club 


outdoor 


work of each and its con- 
work im the held 
Blue Mound 
tertamment 
Monday 


agents’ 


provided en 


for the enthusiasts 


afternoon, while later in the afternoon 
the agents played the home office clerks 
at baseball on the lake front The eve 


departmental 
Club held its 
Later the 


ning was devoted to 
meetings. The Marathon 
dinner at the home ofhce 


(CONTINUED ON PAGE 15) 





| 


' permission 





|} terminations 


ADDITIONS TO PROGRAM 


MORE PROMINENT SPEAKERS 


Now Rounding Out Details of Coming 
Toronto Convention of Life 


Underwriters 


Several changes and additions to the 
program of the Third International 
Convention of Life Underwriters have 
been announced by the Canadian Asso 
ciation in charge of the program. The 
details of the Toronto convention are 
being worked out and a balanced 
material as well as 
assured 
convention 


now 
program ot 
entertainment ts 

Additions to 
follows: 


sales 


personnel 


are as 

Judge Charles Orbison, of the Pro- 
bate Court, Indianapolis, will speak at 
the banquet on “Wills and Estates.” 

At the Tuesday morning session W 
W. Charters, Bureau of Personnel Re- 
search, Carnegie Institute, will handle 
the subject, “How Men Are _ Influ- 
enced to Buy Slight changes have 


been made in the latter part of the pro- 
gram tor this session 


11:15 Ill “The Close” 
(a) “Tests for the Clos« 
(b) “Cultivation of the 
‘Yes’ Attitude on the 
Part of the Prospect,” 
by James Elton 
Brage Secretary ot 
New York Associa- 
tion. 
11:45 Special announcement by Dr 
John A. Stevenson 
12:00 Adjourn 
At the banquet the Life Agency Of 
ficers’ Association has been given per- 
mission by Mr Woods to run. its 


l, illustrating life in- 
Stanford is 
a reel which a moving 
loronto is prepar 
Institutional Adver 


moving picture rec 
F. 7 
t 


Oo Tun 


surance securing 
concern oft 
sale to the 
tising Committee 
A. R. Spier will handle the 
“Standard Credit Forms.” 
Ernest J. Clark, “Protecting Mort- 


picture 
ing tor 


subject of 


gages.’ 
\ Q, 
Issues.” 
Frederick A 
will speak on 
“The Human 


Insurance 


Eliason, “Protecting Bond 


Wallis, of New 
Wednesday morning on 
Needs Supplied by Life 


Readjust Kentucky Licenses 
Che Kentucky 


department has ruled 


that all agents’ licenses must be re 
adjusted before expiration on March 1, 
1923, in accordance with the statutes 
and accordingly all companies desiring 
this readjustment on a pro rata basis 
are requested to file with the depart- 
ment a list of agents to be licensed, on 


Aug. 1 The department has 
arranged to extend all licenses expiring 
March 1, 1923 to that date on a 
pro rata basis, provided the names are 
filed by the companies before Sept. 1 
The names of agents not appearing on 
thes¢ treated as new agents 
and their licenses will expire on March 
1, 1923, the annual fee to be charged for 
them however, names 
are handed to the department on the 
company lists will pay only. for the 


or before 


before 


will be 


lists 


Chose whose 


actual time the license is in force, and 
at the end of the scal vear all licenses 
will be subject to renewal according to 
the law 


New England Mutual's Figures 
As of July 1, the New England Mu 


tual shows the six months’ new busi 
ness paid for $45,413,583, additions and 
revivals $1,681,157: total $47,094,740 


$19,105,771 insurance in 


torce $637,404,051 gain $27,088,969 since 
7 
jan, 1 
M. B. Moorehart and B. E. Coffey have 
heer ippointed general agente of the 
Life in southern Minnesota 
v formerly represented the Re 





Illinois 





York. | 


PROBLEMS OF DISTRICT 
AGENTS ARE DISCUSSED 


Special Conference Held at North- 
western Mutual Life Agency 
Meeting 


SUCCESSFUL MEN SPEAK 


Methods Used 
tory and Stimulating Production 
Are Outlined 


in Developing Terri- 


MILWAL 


first 


KEE, WIS., 
40th 


rhe 
Agents’ 


luly 25 
event of the annual 


Association meeting of the Northwest- 
was the luncheon con- 
About 175 


district and general agents were present 


ern Mutual Life 


ference of district agents 


and the entire meeting was given over 


to the discussion of problems peculiar 
to district agency work 

rhe first speaker was H. L. French, 
at present general agent at Madison, 
Wis.. and formerly a very successful 
district agent at Wausau, Wis Mr. 
French indulged in a lot of straight 


talk on the duties 
a district agent. He 
distinction between the 
confined himself to personal 


trom the shoulder 
and obligations of 
drew a clear 


man who 


production and the man who engaged 
in organization work He said the 
first was not in any sense a district 
agent and if he held a district agent's 
contract he should give it up 


District Agent's Responsibility 


Che district agent, according to Mr 
French, has a responsibility to his gen 
and his company which re- 


mtensive development of all 


eral agent 
quires the 


portions of the field entrusted to him. 
He should not only secure new men 

wherever possible full-time men—but 
he should work with those men in help 
ing them solve the problems of their 
territory He should show them how 
to produce business and close business 
tor them until they are firmly estab 
lished as life insurance men. He should 
visit these men trequently and work 
with them in eliminating adverse influ- 
ences and difficulties that prevail in 
their fields Mr. French then outlined 
the methods used in his territory in 
promoting production of local agents 
within each district agency and _ re 
viewed briefly his ideas as to the types 
of contracts to be given men in various 


circumstances 
Interesting Men in Busines~ 
H. M. Comins 


next on the program 


was assigned the topic of “Interesting 
Men im This Business and Keeping 
Chem Interested.” Mr, Comins started 
five years ago as a district agent at 


Oshkosh, Wis., in the general 
of D. N. Cameron He developed a 
outside the city of Osh 


agency 


district agency 

kosh, the principal town in that terri 
tory being Ripon Mr. Comins de- 
scribed his organization, which con 
sisted of about 20 part-time men who 
were producing at the rate of over a 
million a vear when he gave up the 
territory at the end of three years. He 


emphasized the necessity for the dis 


trict agent keeping in constant touch 
with his local agents Mr. Comins 
made it a practice while a district agent 


in Wisconsin to leave home not later 
than Tuesday morning and not to rm 

turn to his home until Friday night at 
the earliest All of the intervening time 
he spent working with his agents and 


ecuring and training new men 


Prefers Full-Time Men 


Iwo vears ago Mr. Comins moved to 
Michigan and took the district agency 
covering the city of Flint Although 








THE NATIONAL UNDERWRITER 





HEMISTOCLES, the old Athenian 

warrior, seemed to have a hard time 

of it, and yet his place in history is 

everlasting. He started off, unfortu- 
nately, with personal vanity at his masthead, 
and, just as unfortunately, he carried the 
pride through to his grave. When his follow- 
ers, happy over his successes, would build 
triumphal memorials to his valor he would 
insist on having cut therein ‘‘I, Themistocles, 
the Athenian, did this or did that.’’ After a 
while the people began to laugh at him but he 
proved his right to pride at Marathon and at 
Salamis. These victories prompted unusual 
demands and he was finally exiled. While in 
banishment Xeres, the Persian, captured 
him. Despite his dismissal by his country 
Themistocles fervidly avowed his patriotism, 
refused the offers of his captor, declared anew 
“I, Themistocles, the Athenian, won at 
Marathon and at Salamis and the evils that 
I have done to the Persians are numerous; 
my mind is suited to my calamities; I am 
prepared alike for favors and for anger; my wife 
and my children have been provided for— 
therefore, oh Persian King, I, Themistocles, 
the Athenian, am ready to die.”’ 


Sturdy old fighter that he was, he included in 
his speech of defiance ‘‘My wifeand my children 
have been provided for.’’ Throughout his 
campaigns, in all his struggles against his 
enemies, there was always a thought for his 
family’s future. Yet in these peaceful times, 
with life insurance an easy matter, there are 
many who cannot say as much. Why is it so? 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
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CHBRALTAR 
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Results of 1921 


Imsurance in force ..................- $286,934,616.49 
nn gs cc vu cewwewead .$ 39,234,839.04 
Ratio of Actual to Expected Mortality......... 34.7% 


% of all business written since organization still in force. 
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he went to Flint when the bottom was 
dropping out of the automobile busi- 
ness he has made an enviable record, 
both as a personal producer and as one 
who can secure and train sub-agents. 
One of his full-time men finished his 
first year in the company’s service in 
May and reported the largest number 
of lives of any man in the general 
agency and had over $200,000 of busi- 
ness to his credit. Mr. Comins is not 
opposed to part-time men, even in a 
city such as Flint, but prefers full-time 
men, especially for city work. He aims 
to follow the same methods in Michigan 


that he used in Wisconsin, adopting 
them as is necessary to meet changed 
conditions and the problems presented 
by city territory. He works with his 


part-time men constantly and tries in 
every way to make them so successful 
that they will give their full time to the 
business. 

Work Every Cross-Roads 


J. E. Whalen of Yakima, Wash., next 
outlined his ideas of the opportunities 
offered by a district agency. Mr. Whalen 
is the company’s district representative 
for the Yakima valley, the famous apple 


growing section of Washington. He 
believes in a form of cultivation that 
does not neglect any portion of the 
territory covered by the district man’s 
contract. He emphasized the value of 
working each littke community and 
cross-road settlement with the aim of 
establishing centers of influence and 


policyholders. His experience has shown 
that such a groundwork is a great aid 
to obtaining agents and in furnishing 
them with sufficient material to survive 


the early years of their work in the 
business. Mr. Whalen impressed his 
audience because of his success, his 
personality and the fact that he is 


working in territory far removed from 
the headquarters ot the company and 
over 200 miles away from his agency 
headquarters. 


Intensive Cultivation 


H. L. Smith of West Virginia, a 
member of the Parkersburg district 
agency of Roberts & Smith, was as- 
signed the topic of “The Advantages 
of Intensive Cultivation.” Mr. Smith 
told of the old district agency, with 


headquarters at Parkersburg, which in- 
cluded seven counties in his state. Since 
Jan. 1, 1920, the district agency has 
only included three counties with a 
total census population of between 
50,000 and 60,000. From these three 
counties the district agents are now 
securing a much larger volume of busi- 
ness than was formerly obtained from 
the seven counties. Mr. Smith and his 
partner, R. C. Roberts, together with 
three full-time men and a few part-time 
men, work their territory intensively 
and frequently in teams of two or more 
men Mr. Smith emphasized the de- 
sirability of a compact territory, where 
all parts of the field could be reached 
within a comparatively short time. He 
also described the campaigns that were 
frequently put on in the smaller places 
from the headquarters. He im- 
pressed his audience with his 
ments and facts, favoring the small dis- 
against the large field 
only be covered super- 
considerable expense. 


away 


trict 
which 
ticially 


agency 
could 
and at 


Advertising and Publicity 


. ao ee Kennedy of Lawrence, 
Kan., had agreed to talk on the subject 
of “Advertising and Publicity for a 
District Agency.” Unfortunately Mr. 
Kennedy was detained at home and 
could not deliver his address in person. 
Poin 


argu- | 


| of banking 





His place was taken by U. H. 

dexter, the associate general agent in 
the Kansas field. Mr. Poindexter re- 
viewed the various types of publicity 
that Mr. Kennedy had used in establish- 
ing himself in Lawrence, the city he | 


entered as a total stranger Blotters, 
calendars, newspaper advertising, reader 


ads and other forms of advertising were 


each discussed in turn. He stated as 
Mr. Kennedy's conclusion, and in which 
he concurred, that small reader “ads” 
in local newspapers were the best and 


| and 
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TWENTY MILLION FOR * 
1922 IS ROSEN’S GOAL 


(CONTINUED FROM PAGE 2) 


their friends. In this way his circle of 
followers constantly increases and the 
following is a loyal one. 

“I never obtain an appointment under 
false pretenses,” he said, “for | do not 
care to discredit myself at the very be- 
ginning. When I call upon a man he 
knows that | am to talk life insurance 
to him, and | get to my mission at once. 
Chere is an opportune and an inoppor- 
tune time to broach the subject of in- 


surance, and I wait for the proper 
occasion, even though it be years in 
coming. Big men are easy to sell, ii 


they have confidence in you.’ 

Mr. Rosen was one of the pioneers in 
selling life insurance for the protection 
credit. When he first ad- 

idea his banker friends 
him. Today every banking 
institution worthy the name suggests 
that its clients further protect their 
loans through the medium of a life con- 
tract and millions of dollars of insurance 


vanced the 
laughed at 


are being written each year for that 
especial purpose. 
Many Million Dollar Lines 


When a number of years ago the late 


1 


George W. Vanderbilt insured his life 
for $1,000,000 daily papers throughout 
the entire country carried the story of 


so marked a happening. Mr. Rosen has 
sold any number of million dollar con- 
tracts, and a few months ago placed a 
$5,000,000 line upon the life of a promi- 
nent theatrical man, who by the way, 
already had $2,000,000 of insurance. In 
order to get the full quota Mr. Rosen 
sent an emissary to place the business 


with the life companies of Europe, after 
the offices on this side the water had 
each taken its full limit. By virtue of 


his extended interests Mr. Rosen writes 
a heavy volume of business in Canada 
otten abroad to l 


goes close a ng 
case, 

Forty-six years of age, happily mar- 
ried and with an interesting family, 
Mr. Rosen’s hobby outside business is 
in entertaining his friends of whom he 
has any number. His home on the 
shores of Long Island Sound is one of 
the show places of the East, and despite 
the evident wealth spent upon the build 
ing, its furnishings and the spacious 
grounds surrounding it yet convey an 
air of quiet comfort and good breeding 
that comports with its hospitable name, 
“Journey’s End.” From whatever angle 


one may view him, H. B. Rosen is a 
big man, and life insurance is proud 
to claim him. 


most profitable form of advertising for 
a district agent in a small town. Much 
emphasis was placed upon fraternal 
and civic activity as a means of estab- 
lishing a district agent in the com- 
munity. 

The luncheon conference ended with 
a number of discussions on points that 
had been brought out in the address 
and a request for the standing commit- 





tee of the association to arrange a sim- 
ilar session for the meeting next vear. 
Lowell Association’s Outing 
Over 100 members of the Lowell, 
Mass., Life Underwriters Association 
went to Canobie Lake last week for 


their first annual summer outing, it hav- 


ing been the custom in past vears to 
combine with the Boston Association 
for the summer meeting The John 


Hancocks defeated the Metropolitans 
sided baseball game and races 
indulged 
Past 


the 


na one 
and other athletic sports were 
n. The had as guests 
President Charles C. Gilman of 
Boston association, National Secretary 


Franklin W. Ganse, Llovd K. Allen 


association 


Secretary Clinton Ferguson and Robert 
WW Moore, all of the Boston \ssocia- 
tron 

The Velunteer State Life of Chatta 


neega is planning to enter Virginia 
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ASSESSMENT PLAN HIT 
ROYAL HIGHLANDERS RULING 


Nebraska Supreme Court Sets Limits 
Within Which Such Organiza- 
tions Can Operate 


LINCOLN, NEB. July 25.—Th« 
Royal Highlanders lost, in the Nebraska 
Supreme Court, the case that its ofhicers 
told the court would break the organ- 


zation if the decision were untavoralhl 


hat result, however, is possible of b« 
ing averted if they tollow the sugges- 
tion of the court ‘he case involved the 


liability of the Highlanders on “pioneer 


certificates” that were in tact endow- 


ment policies. These total between 
$3,000,000 and $4,000,000, or much more 
than enough to wipe out the surplus 


accumulated 


Stopped Paying Installments 


When the order first began it issued 


some 3,000 policies, which had a ma 
turity fixed by the length of time tix 
certificate was kept alive and the age 
of the holder. When that maturity ar- 
rived he was to be paid off in ten annua! 
installments, during which time he kept 
on paying the regular assessment 
\fter a time the order ceased issuing 
these policies, and still later it stopped 
payment of all installments on the 
ground that it had never had the legal 
right to issue them and that if com- 
pelled to pay it would break the order, 
since it would halt all growth and lead 
to a decimation of membership that did 
not share in such berefits, 


Can't Cancel Obligations 


The court holds that the Highlanders 
is a mutual benefit association and not 
doing business on the stipulated pre- 
mium plan, as the pioneer certificat« 
holders claimed; that as such it may 
amend its bylaws to increase assess- 
ments or affecting the organization and 
government of the society; but that it 
has no power to cancel the obligations 
of any contract or to reduce the bene 
fits payable thereunder, even though the 
member has agreed to be bound by the 
laws of the society as they stood when 
he entered or as they might thereafter 
be amended. 


Vested Rights Upheld 


It is further held that as the matter 
now stands the pioneer certificate hold- 
ers have a vested right in tl 
of insurance and in accumulated funds 
but that there is no reason why the so- 
ciety may not now amend its bvlaws so 
as to require them to elect whether t 
surrender their certificate for the ordh- 
nary kind or to pay an amount sufticn 
to carry it, provided that no discrimina- 
tion is made against them as to_ the 
assessments to cover other provisions 
of the certificate 

The Highlanders, says the court 


1 contract 


should never have compel \ 
not proper, members who had no en 
dowment policies to contribute to ben 
fits in which they did not share, and 


that when the society ceased issuing 
them it should have charged Id 
tional sum sufficient to carry then 


The decision fixes this as the status oi 
a society operating upon the 1 a 
sessment plan: Where it levies a p 
capita tax: requires monthly payn 


determined by the entering age: aut 


izes changes in rates when necessary to 
meet needs and has no plan to create a 


legal reserve 


Strike Hits Pittsburgh Business 
Pittsburgh is probably feeling 
effects of the coal and rail strike more 


than anv of the eastern cities. Manv of 
the general agents have not been able to 
keep un their record for the vear 


1921 They are anticipating 1 very 
arke’d improvement as soo is the 


trike is settled. 
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As They Come— 


Theodore Roosevelt on his African hunting trip 
remarked about one of the small guns he carried— 


“It's all mght if you can get your game setting 
properly but it lacks the power to drop the big ones 
if they are on the run.” 


So Teddy relied most on a high powered 
weapon which would bring down the game under all 
circumstances. 


The Life Insurance salesman in his hunt} for 
business can cash in on his prospects under all cir- 
cumstances if he is backed by Lincoln Life service. 


The Lincoln National Life Insurance Company 
Issues policies on practically all applications sent in 
and issues them with a dispatch which gives the 
agent an opportunity for record breaking delivery. 


You can rely on the service which ;helps you 
under all circumstances when you. 











The Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’ 


Lincoln Life Building, Fort Wayne, Indiana 


Now More Than $210,000,000 in Force 
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Banks—Railroads— 


Governments—»hy 


not the insurance world ? 


Waar put the Liberty Loans across? 
What made Hooverizing nationally 
popular? 

Hundreds of earnest workers—yes; but 
everyone knows they could never have 
succeeded without a constant, powerful, 
universal public appeal—in short, with- 
out advertising. 

From international banks to transcon- 
tinental railroads, dozens of other interests 
have found similar publicity invaluable. 

The California Fruit Growers Ex- 
change increased the consumption of 
Sunkist Oranges in the United States and 
Canada by 80%. The National Steam 
Laundry Association has revolutionized 
the public’s whole concepticn of laun- 
dries and laundering. The Dairyman’s 
League has achieved startling success in 
creating a new attitude toward so com- 
mon an article as milk. 


vy 


Simizar opportunities are ripe in the 
insurance world today. Once popularize 
the conception of insurance as the com- 
munity’s biggest asset, says the president 
of a famous life insurance company, and 
“it will revolutionize the whole business.” 

Thoughtful home-office executives 
are awake to the difficulties now faced 
by salesmen everywhere. Sooner or later 
the need for concerted action will be 
recognized. 


]. WALTER THOMPSON COMPANY 


Advertising 


NEW YORK CHICAGO BOSTON CINCINNATI 


CLEVELAND LONDON 
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MIRACLE POLICY OF INSURANCE 


Great Contribution to Mankind Is Shown in the Monthly Income 
Contract 


BY GAYLORD DAVIDSON 


in life insurance history. In fact, 

in that the home is the basis of 
civic life, and life insurance being in- 
dispensible practically to the protection 
of a home, the romance of love and 
home life are brother and sister to life 
insurance. 

Take the story or leave it as you will 
of the origin of the monthly income 
policy,—"the miracle policy” of life in- 
surance. If the story is not true, it 
ought to be. More than two decades 
ago, a curious situation involving close 
personal friendship and equal responsi- 
bilities brought two wealthy New York 
business men to the realization that 
“air tight wills,” trust companies that 
“never fail” or go out of business, were 
not adequate to measure fully up to the 
responsibilities under which they were 
equally held. 


R ‘iv tite ins has ever played its part 


Continuous Installment Plan 


Both were widowers, both were 
fathers-in-law to sons who while “good 
fellows” were letter perfect in business 
failure. Both men, the personal friends 
of the late Richard A. McCurdy, presi- 
dent of the Mutual Life, almost in des- 
peration appealed to their friend to aid 
them through a policy in his company 
to protect everlastingly the material 
comiort of their respective daughters 
and grand-daughters. 

President McCurdy called in his 
master builder, Emory McClintock, of 
blessed memory, and the continuous in- 
stalment policy was born. Now as the 
monthly income policy, merely a 
“hurrying up” of the instalment pay- 
ments is the last word in home protec 
tion. It is the builder’s understudy 


Romance With Life Insurance 


We have said that all men are sales- 
men and in that statement we amplify 
the expression by adding that all men 
who are purely 100 percent men are 
The home, the typical “love 
nest” of our dreams is the basis, as | 
say, of all human endeavor and aspira- 
tion. Here you have romance entwined 
inseparably with life insurance. What 


| loving couple does not plan 20 years 
| ahead for the graduation from college of 


| ment’s 


their first born, so that before his birth 
was born the child’s endowment and the 
education fund policy. Father and 
mother are the builders. The mother in 
one sense the master builder, and the 
father, the architect and builder as well, 
the guardian. 


Bullder’s Understudy 


Every actor or actress worth while 
has an understudy. It is idle to say 
that any understudy at a moment's 
notice can “hll my place just as well.” 
How often have you heard this supine 
admission and have called the hand. The 
monthly income policy is the builder's 
understudy. As I say, it is a miracle 
understudy, for at practically a mo- 
notice, after the funeral, the 
clearing away of the emblems of sor- 
row, the reading of the will, if there is 
one, and the facing of the inexorable 
situation, this understudy teps upon 
the Stage of life 

He is a good actor, tlits 
and his lines are letter perfect, but he 
lt his master 


nderstudy, 


cannot always fill the bill. 





builder, now dead, carried an income 
earning of $50,000 a year, this under- 
study may not be able to meet it, but 
he can bring to a stricken home facing 
an absolutely new condition of economic 
life a fixed purpose and an assurance 
that the gaunt invader may never enter. 


Story of the Birds 


Way up in the north woods not long 
ago and as the summer twilight kissed 
the leaves of the age old trees as they 
whispered to one another “good night,” 
1 watched a pair of robins nest building. 
The one who loved them and-~° had 
watched them ere I came, said that a 
red squirrel, the highwayman of the 





GAYLORD DAVIDSON 
Star Producer of Shenandoah Life 


forest, had destroyed the first nest and 
the babies in it. Now, the brave father 
and mother though bereaved’ were 
building anew. Alternately through thx 
lengthening shadows, I watched these 
birds flit to and fro, carrying the twigs 
and leaves to the high branches nearby 
More often, the male perched himself 
it some distance watching, ready to give 
the danger signal should an enemy ap- 
proach, while the mother bird, her task 
complete, fashioned with her 
breast the miracle of a _ bird’s nest, 
which no human ingenuity has ever 
been able to simulate 

There is no other policy that so 
nearly fills the needs of humanity's life 
now and in posterity than the monthly 


almost 


neome policy 


Life Insurance in Texas 


Figures compiled by the Texas de- 
partment from the 1821 reports of the 
companies doing business in that state 
show that the 69 stock life 
operating in Texas had 
force Dec. 31 of $1,.026,415,.769, of whicl 


companies 


Insurance nN 


$431,.784,.960 was carried by) the 15 
Texas companies EFighteer ISSess 
ment hfe and accident companies had 
$69,905,731 imsuranc m iorce and 66 


iraternals had $545,451,750 








WANTED 


Write the Home Office for further particulars. 
for a good man to get in on the ground floor with a progressive 
young Ohio company 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 


District Managers for 
Good Locations in Ohio 


Here’s an opportunity 
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Time is Man’s Most 
Valuable Asset 


ICE-PRESIDENT R. W. STEV- 
V ENS of the Illinois Life empha- 
sizes the point that the most 


valuable asset of any man engaged in 
any business is his time. He says that 


this is particularly true in the case oi | 


the life insurance salesman. As every 
one knows hundreds of thousands ot 
dollars worth of time is frittered away 
by life insurance salesmen. Mr. Stevens 
says from his viewpoint as an agency 
manager it is the most discouraging 
feature of the life insurance business. 
Speaking further Mr. Stevens says: 
“Men who are successful in any line 
of human endeavor guard and conserve 
their time more jealously than any other 
asset, and it is not until a man has be- 
gun to realize and appreciate of how 
great value to him each working hour 
of the day is that he can be said to have 


rrived at what looks like the beginning | 


f a successful career. 
Two Hours a Day Work 


“T believe that, taking together all th 
nen in this country who are holding 
themselves out as life insurance agents 
the average of the time devoted by those 
agents to the face to face solicitation of 
susiness does not exceed two hours out 
of each working day, yet those men 
who are not making any sustained or 
systematic effort to succeed as life in- 
surance salesmen will tell you that life 
insurance soliciting is a hard business, 
and are able to almost convince them- 
selves that their failure to secure appli- 
cations is due to conditions beyond 
their control. 

“Now there is no doubt but that many 
new men in life insurance fail, not be- 
cause they are unwilling to work but 
because they do not know _ to work. 
Given a rate-book and some application 
blanks, together with some instruction 
as regards the policies to sell the new 
agent is turned loose and told that every 
man is a prospect, and just because 
every man is a prospect and the sed 
upon which he is cast is so limitless, he 
drifts hither and thither like a_ chip, 
steering no definite course and having 
no idea as to his destination 

“The problem of securing and the 
proper development of new agents ts 


the greatest one that confronts every | 
life insurance company and every life | 


insurance man to whom is intrusted the 
handling of any part of a company’s 
pre atin and the successful solution of 
this problem is of as vital importance 
to every man who engages in life in- 
surance work as it is to the companies 
and managers themselves.” 


Pioneer Life’s Plan 


The Pioneer Life of Minneapolis is 
about to issue 1,000 “special dependable 
income policies” and expects to place a 
few in each town and village of the 
state, limiting the number in each dis- 
trict in such a way as to be of most 
benefit to the company’s interests. The 
plan is eventually to return the profits 
m these 1,000 policies to the policy- 
holders and use these assureds more or 
less as a company reference list. 

The Pioneer Tife is also issuing a 


new “collateral life form” which it is | 


believed will especially interest the 
bankers of the state 

The new organization of the Pioneer 
includes J. A. Hartigan, former insur 
ance commissioner, as chairman of the 
hoard of directors: M. 7. McMicheal as 
resident (also president McMichael 
Investment Company); Dr. T. T. War- 
ham. medical director: State Senator P 


W. Guildford, attorney: R. H. Stringer, | 
vice-president in charge of production, | 


and J. V. Quinton, secretary. 


The Great Nerthern Life of Wausau. 


Wis., has been licensed in Texas. 


LIFE INSURANCE EDITION 











“An Open Door to Success” 


Selling Life Insurance is a real occupa- 
tion, a profession. There are active 
principles and concrete facts to be 
learned about it before you can hope to 
be successful. It requires study, thought 
and earnest effort. It is no field for 
drones. To get this knowledge with- 
out systematic and specialized instruc- 
tions would take along time. For this 
reason the Pan-American Life Insur- 
ance Company conducts a course in 
Salesmanship for its prospective agents. 
This is under the direct supervision of 
one of its officers. He is assisted by a 
corps of men who are thoroughly by 
fied by their intensive training in mod- 
ern insurance salesmanship. 


They were selected not only on account 
of their records as salesmen, but be- 
cause of their ability to impart their 
knowledge and ideas. This course of 
instruction is free. We welcome candi- 
dates for success through this oppor- 
tunity. Some will surely attain it. 
Will you be one of them P 


Address: E. G. Simmons, Vice-President and General Manager 


Pan-American 
Life Insurance Company 


New Orleans, U. S. A. 
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Many insurance met backing 
B ° fe Th Wh John F. Baker of Madison, who was 
usiness for Those o Want It formerly attorney for the Wisconsin 
, ; | state fire marshal’s department, later 

Any agent who has grasped the fun- Quite frequently agents get the sur- | was assistant attorney general, served 
damental principles of life insurance prise of their lives when for some rea-| in the legislature and the city council 
can make sales if he wants to badly son or other, they open up the throttle | + Madison. ¥ is a pron “ wee 

7 , : 5 niversity of isconsi! M1 saker 
nough. at is, > ms F ret se , rk hen | . 
‘ ough. That s, the man who is not ind get seriously down to work. When! came in contact with insurance men 
producing business usually lacks the in- the business commences to roll in,} while he was a legal advisor for the 
centive. He either does not care they begin to realize that they have | state fire marshal’s department and im- 
i , . ‘ ’ yresse S ilit hones 1) . 
whether he writes any business or not, been doing practically nothing. When | sh , - all with his ability, honesty and 

: : . . ; ‘ | breadth of view. 7 . cTE 
or is without the real life insurance they start putting on steam and work- | ’ W. F. MACALLISTER 
vision. He may, in addition, not be- ing intensely, their old production | Dr. A. R. Beal, medical examiner at | $14.000 production record of six months 
heve in the thing that he is offering record, made in the days before they | San Antonio, Tex.. of the Great Re- | to a closing year of $514,000, increasing 
for sale, and if this is the case his pro- settled down to work in earnest, looks public Life, visited the home office of | it a subsequent year to over $1,000,000 
duction cannot be large. It is always very small indeed. Usually, an agen: | that company last week. Dr. Beal is | and in 1921 brought the field production 

. ; 3 cs : . ‘ on an extended vacation trip and after up to $1,642,000. 
the case that the agent who is hard is stirred into actio y actu . ; : I Dat . . : 
; ; &< Y * action by actual need. spending about ten days in Southern As a field organizer and builder of 
pressed, who is up against it, who needs He has to have some money for hjm-| California will continue his journey | agencies. Mr. Macallister takes high 
money and needs it badly can go out self or his family and his immediate | north, stopping at San Francisco and | rank in the profession and gives prom- 
on the street and land one or two ap- needs get him out on the street and other cities on the Pacific Coast, includ- | jce of a brilliant future. 
. on . edith , ’ . es y anc ve >. r . ont 
plications. The agent who is drifting hustling. When there is some definite | "® Vancouver, f from which poin 
POET ar by.” ak al sil a ale : he will return home via the Canadian 
along, — is getting yy so to speak, goal to wor or, when an agent simply Railway, stopping at the various scenic lhe agency convention of the South- 
never rises above a certain level. He has to have the money or go without resorts en route through the Canadian | ern States Life just concluded at At- 
allows himself to be content with what the necessities, he is usually able to —— a plans perce an | jantic City was .marked by a very un- 
he is doing, and does not extend him- get it. absence of about a month. usual incident. On the arrival of the 
self in his selling work, because ap- The business is always there, if suffi- nim party at the sea-side a number, ne 
: , I s been actuary 4 ctor McLe 1e 
parently he does not have to. cient effort is made on the agent's part. Elder A. Porter, who has been actuary | Agency Director McLeod, went into the 
S*\eetams’ |for the state insurance department of | surf to enjoy a dip. While in the water 
Wh E . Indiana, has been appointed actuary of | Mr. McLeod was evidently injured by 
at quipment Ts Worth The Indianapolis Lite. He was born at | the force of the waves, because immedi- 
Greensburg, Ind. He received his | ately after he was seized with an attack 
Ix commenting upon the value of down to cases immediately. He dis-| bachelor’s degree in 1916 at the Uni- | of sickness, which cost him a_consider- 
having a complete life insurance equip- cusses life insurance in a manner that versity of Michigan where he completed | able amount of blood. The first meet- 
: “e + antl cesatie a , ‘ lai ha the course in insurance and actuarial | ing of the agents at the convention was 
ment, @ general agent said recently that shows quite plainly that he is familiar | science. During the war he was con- | at his bedside, when a number of the 
the well-equipped agent is as a keen- with what he is offering. He does not | nected with the war risk insurance de- | agents gave enough of blood to save his 
bladed axe to a dull one. He said that have to give evasive answers. He | partment. On his discharge from mili- | life when a_ transfusion was found 
the sharp axe cuts true and deep. It comes to the point directly tary service he became actuary for the | necessary. Mr. McLeod is progressing 
eta to the mark . on pi ne TI » eslen ie aot ae Indianapolis Life and after two years | favorably, and is being removed home 
zets é x. e r j *> age 4 a > y “oe a | a 
S ‘ ; : mt alin pede wee tempting to “get | with the company accepted the position | (o Atlanta. 
strokes, its purpose is accomplished. by” on enthusiasm or a_ pretended | of actuary for the state insurance de- — 

‘re : *) “Ce Z , Z > of. on tledce ’ : wana A » - F > ’ I ian > ic OF . . - . 
Chere is no unnecessary w iste of ef knowledge of the business, finds many partment of a He i reg arded | Clifford Folz, son of secretary Charles 
fort. On the other hand, it takes time stumbling blocks. When he encoun- | #5 One “0 the we ig ae a mar W. Folz of the Public Savings of In- 
: “sar ; ‘ y nger me Se . : J 
for the dull-bladed axe to finish its ters a prospect who demands answers among the younger men in the busimess. | dianapolis, has attained the honor of 

. . ° —_— i ¢ > "hj > . « “ fre > ity ; 
task. Many blows have to be struck, to direct questions, he tries to cover up P | the or oe Saat iraternity at —— 
. . . . Miss Gertrude Sanborn, daughter of | 1gan niversity. e is continuing his 

but even if they are well directed, the or tu . “C ‘ re . Mi ’ ’ waiter” ; : 

. age Tis turn the subject into another chan P. R. Sanborn, vice-president of the | studies through the summer and will be 
same progress cannot be made as if nel. He loses ground. The prospect | Northwestern Mutua! Life. prominent | awarded his degree early in the fall when 
the axe were sharp. begins to doubt him. His tone does | Milwaukee writer, who has spent sev- | he will resume his actuarial work. For 

Transferring this to life insurance not carry conviction. His whole can- | ¢tal_months in the negro settlements several vears past he has been employed 
. . . f Chicag re ring aterial f r | by Frank J. Haig ) ary, 
work, the man who knows his subject, vass lacks the assurance that accom- |” Chicago gathering material for her | by Frank J. Haight, consulting actuary 
in de teeth ore nie th , . : new book, announced that the frontis- | during his vacation periods and gives 
who is familiar wit 1 every phase of the panies selling talk given by the man piece of her new work would be the | fine promise in his chosen profession. 
business, does not falter or stumble in who kaows his subject from one end to] figure of “Effort” by Boris Lovett- vn 
the presence of a prospect. He gets the other. Lorski. Miss Sanborn, who wrote her } } 
Percy M. Caroe, who resigned from 


Increasing Personal Circulation 


AN inspiring folder has been issued 
the Aetna Lire and affiliated com- 
panies entitled “How Much First Class 


Circulation Have You Got.” 


by 


In distributing this circular to the 
field Vice-President C. H. RemincTon 
says, “It reminds me of the expert 


sales executive who was crudely inter- 


rupted one morning by a coarse ap- 
pearing peddler who shouted in the 
door, ‘Yuh don’ want t’buy a_ book, 
do yuh?’ ‘No,’ replied the prospect 
automatically and the agent quickly 
departed. 

“Then it flashed on the S. E. that 


perhaps he could steer this poor fellow 
to a better income by showing him the 


error of a negative appeal. He was 
going to instruct him to at least men- 
tion his book; to smile; to suggest; to 
use sales psychology (!)—but when he 
put it up to the bookman he was too 
busy to be interrupted. 

“*T ain't got no time, Boss. I gotta 
make 200 calls a day. Outa 200 calls I 
three books from which I make 
each. So I pick office buildings 
they’s lotsa doors and some 


sells 
$5 
where 
days—’ 

“He knew the value of circulation.” 


“REAL estate often proves to be false 
estate when there is no life insurance to 
protect it.” 





book in the northern Wisconsin woods, 
has taken as her theme racial prejudice | 
and the struggles of the black race to 
overcome it. 

Very much credit for the progress of 
the Shenandoah Life during the early 
months of the year and in fact since 
assuming the agency managership 
should be given to W. Macallister, 
who succeeded O. J. Lacy, as head of 
the field forces of this growing Virginia 
company. 

Mr. Macallister 
youngest of the “go getters” 
surance agency organization 
Twelve years experience with L. A. Cerf 
of the Mutual Benefit furnished the 
ground work for subsequent years of 
agency building as an associate general 
agent under Sohmer & Harris of New 
York with the John Hancock. Later he 
held the field managership of East Ten- | 
nessee for the Travelers, increasing a 


one of the 
in life in- 
methods. 


is 


at 36 


the general agency of the Columbian 
National Life in San Francisco in order 
to devote time to travel, has written 
friends from Paris that he has seen afl 
that he desires and will return home in 
the very near future. He has been 
away about four months, 


E. H. Carmack, general agent of the 
State Mutual Life at Chicago, has been 
seriously ill for several weeks at Wor- 
cester, Mass. He returned to Chicago 
last week but has not yet been able to 
resume work. 


A. C. Savage, commissioner of insur- 
ance of Iowa, who recently underwent 
an operation for gall-stones at the 
Mercy Hospital, Des Meines, is reported 


| as much improved. The doctors advise 


that he will be able to be removed to 
his residence within a short time. 

















NEWS OF LIFE POLICIES 


New Policies. Premium Rates. Dividends. Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc Supplementing the “Unique Manual 
Digest.” published annually in May at $3.50 and the 
“Little Gem" published annually in April at $2.00 











MIDLAND LIFE HAS CHANGES 
Revises the Double Indemnity Rate 
and Liberalizes Its Total and Per- 
manent Disability Clause 








[he Midland Life of Kansas City 
states that on and after Aug. 1, the 
double indemnity rate on all first class 
male risks between ages 18 and 54 
whose occupation carries no extra haz- 
rd will be $1.50 per 1,000 instead of $2 
total and permanent disability 
agreement which will be issued on and 
atter that date will provide in the event 
of total disability, waiver of premium 
and a monthly annuity for life to the 
assured amounting to $10 per month, 
except upon increasing benefits and 
monthly income policies On _ these 
contracts, the disability benefit will be 
granted in an amount equal only to the 
monthly payment provided for in the 
principal contract. The Midland says 
that its experience since it began issuing 
total disability and double indemnity 
benefits has convinced it of two things, 
first that the rate charged for double 
indemnity can and should be reduced 
and secondly that the rate it has been 
charging for total disability has not 
been adequate nor has the coverage 
granted the assured been as complete as 
the coverage granted by many other 
companies. 


LIMITED OWNER CONTRACT 





New Policy Is Announced by the Equit- 
able Life of New York—Main 
Provisions 





The Equitable Life of New York has 
gotten out a new policy form known 
as the “limited owner policy.” Under 
this policy the right of the assured to 
change the beneficiary is not incorpo- 
rated. It would be necessary to obtain 
the consent of both the insured and the 


beneficiary to make a loan, assign the | 


policy, or draw the surrender value. The 
Equitable states that the particular 
needs which this new form was devised 
to meet are as follows: 

Where the applicant desire 


have a policy which in the event of his 
ikruptey would not be subject to the 
egal decisions relative to insurance 


policies in which the right to change | 


the beneficiary or to surrender has been 
reserved to the insured. Under this 
new policy form, the consent of the 
beneficiary is required for the surrender 
of the contract. 

2 Where the insured desires the 
proceeds of the policy to be made pay- 
able to, say, a charitable or religious 
institution The treasury department 
has ruled that a man may deduct in his 
income tax return as a contribution to 
charitable, religious, etce., institutions, 
any premium paid on insurance in favor 
of such institutions, provided he has 
not reserved the right to change the 
beneficiary, and provided the sum of the 
total annual premiums and other allow- 
able charitable contributions do not ex- 


| 
| 


ceed 15 per cent of the taxpayer's net | 


income. This new policy contract pro- 
vides a form that can readily be used 
in such cases. 





Mutual Life 


The information on double indemnity 
on the Mutual Life of New York on page 
681 of the Unique Manual-Digest should 
read as follows: 

“For varying extra premium policy 
will provide, during life of policy, for 
payment of double face of policy in event 
of accidental death within 60 days from 
time of injury. Agreement does not 
cover death from war service, suicide, 
riot, war or insurrection, violation of 
law, aeronautic or submarine operations, 
police duty, bodily or mental infirmity 
Limit $25,000.” 


LIFE INSURANCE EDITION 
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Great Days for Insurance Men 


These are great days for the Peoples Life agent. 

No longer is he forced to listen to the wailing of “hard time” 
propagandists. 

Business is coming back with such rapidity that unemploy- 
ment and other factors are quickly becoming forgotten. 


Today our agents have better opportunities than ever before. 
Our aim to equip our agents with helpful home office co- 
oper ation is finding its realization in concentrated agents who 
are really producing. 


The assistance we render our agents today, represents a high 
accomplishment in this company’s efforts to give greater 
service to agents. 


Insuring ages | to 60 inclusive. 


PEOPLES LIFE 
INSURANCE COMPANY 


Frankfort, Indiana 
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M. h vette M tual Life Net Cost | 3 | of 
assachusetts Mutual Life Net Cos | LIFE AGENCY CHANGES | ct 
‘ . = yy 
(Shown for Five, Ten and Fifteen Years) “s 
ini . =p — . Pan-American Appointments 
The net costs of the Massachusetts | the first five months of the year. Be-| fifteenth year, ong y —_ cash " ' “or in 
ee e : > 1, the cash values laving The Pan-American Life announces est 
Mutual Life 2 f low is given table of costs based upon | values deductec Ps 
futual I = on page 211 of the Little dividends payable on policies issued the | been increased in 1912 and again in| that Gallion & Dewar have been ap- let 
Gem Life Chart and page 603 of the | jact seven months of the year. The | 1919. and applies on these issues. pointed general agents for western age 
Unique Manual-Digest are shown as of ' changes are made in the actual history, ' The full table is as iollows: North Carolina with headquarters at Ge 
7 : : oa Asheville. Mr. Gallion is a life insur- 
ORDINARY LIFE ance man of years of experience. Sen- 
Present Scale ator Dewar’s experience in life insur- \ 
Age 21 Age 25 Age 30 Age 35 Age 40 Age _ Age 55 ance has been for a shorter period but ae 
Divid. Net  Divid Net Divid. Net Divid. Net Divid. Net  Divid Divid. Net he has a large acquaintance in the state. . 
4. Seer 19.06 72.94 20.22 80.48 22.09 92.16 24.46 107.29 27.56 127.14 31.63 14.26 240.39 | Robert F. Butts has been appointed a0 
Cash Val. “Deducied mpi 33.74 34.72 36.43 39.13 43.60 94.78 _—e er ae oan ener. Sta 
10 rears ican seal niet 41.99 142.01 44.95 156.45 49.64 178.86 55.56 207.94 63.22 246.18 73.02 102.00 467.30 general agent of the Pan-American D 
Cash Val. ,Deducted. wee 6” 57.51 58.76 61.93 68.98 - 176.80 with headquarters at Springfield, Ill. He . 
15 Years ......... 69.39 206.61 74.88 227.22 83.48 259.27 94.21 301.04 107.81 356.29 124.82 172.92 681.03 |) 4 ho hese aradusted t pro 
Cash Val. Deducted. .... 68.61 66.86 65.66 67.76 77.89 253.39 las TWO SONS, WRO Rave graGuated trom tric 
college, who will assist him in building } 
Actual History | up the agency ‘ wa 
6 Years ......... 19.06 72.94 20.22 80.4 22.09 92.16 24.46 107.29 27.56 127.14 31.63 153.82 44.26 240.39 Elmer VanArsdz . ¢ ~~ Jil has pat 
Cash Val. ,Dedue aoe 33.74 34.72 36.43 39.13 43.60 51.62 - 22-78 | bese —= — bene mas eae fie a Bur 
10 Years ..... 40.49 143.51 43.85 158.05 47.88 180.62 53.70 209.80 61.38 248.02 71.57 299.33 104.87 464.43 | been appointed general agent tor the life 
Cash Val “Deducted : 58.60 59.11 60.52 63.79 70.82 iene At : 173.98 Pan-American. For the last 11 years a 
ko ere 77.79 212.31 83.57 233.53 93.00 266.40 105.51 208.94 123.16 364.04 .26 437.04 235.01 669.5 | he has been superintendent of schools 
P ‘ y . 5 gs 9.75 ac > 122.85 53.12 . . scnoois 
Cash Val, “Deducted ; 87.70 86.99 86.93 89.09 99.4 . of Richland county, IIl., and has also 
LIFE 20 | been government accountant and bank- 
Present Scale | ing examiner. R 
rere 24.13 116.92 25.38 124.97 27.25 136.90 29.52 151.33 32.41 169.29 36.08 192 47.22 266.08 | ——. tric 
Cash Val. Deducted. .... 28.63 29.48 31.16 33.81 38.37 90.47 
10 Years ....... ‘ S706 22510 60.19 240.51 64.94 263.36 70.61 29109 77.67 325.73 86.32 370.58 111.07 515.53 | Andrew F. Hoy ae 
Cash Val. de ducted. .... 31.72 31.56 32.42 35.31 2.50 § 153.16 | T a , 2. af . . ' eV 
3 oO eeeerees 100.26 32289 106.23 344.82 114.99 377.46 125.31 417.24 137.86 467.24 152.67 5: 192.73 747.17 |,, Phe Central Lite of Iowa has estab- wit! 
Coan Wal. go era — 13 “96 *1.73 *1.09 773 ‘ 180.07 lished a general agency in Topeka with “a0 
asweh Weer Andrew F. Hoy, recently of St. Louis, ete 
5 ¥ 24.13 116.9 25.38 124.97 27.25 136.90 29.5 : 32.41 169.29 36.08 ge.og | im Charze. Mr. Hoy is leaving the Co- as 
eee 24.1! 92 25.3 24.97 27.25 29.52 ? 9.2! 22 266 : “ . s 
Cash Val. Deducted 28.63 : 29.48 ne 38.37 90.47 | lumbian National Life agency at St. r 
13 OC eee 54.29 227.81 57.33 243.37 61.96 67.56 74.63 328.77 83.70 513.51 Louis to go with the Central Life. Mr. 
Cash Val. Deducted 34.43 34.42 45.54 151.14 > we es Una Res chee 
§ OOS errs 90.88 330.47 96.76 353.99 106.01 118.34 134.84 482.86 158.07 749.88 ey | gs a — a ee a 
Cash Val. Deducted. .... 49.18 7.20 54.99 202.70 yore Fr = Tae, SES Wee WER Se I 
Aetna Lite there for some vears before ; 
Endowment 20 . ° : * ; Its | 
y y > { 2 q S ous ; 
Present Scale going to the Columbian at St. Louis. al 
2. Peers 34.07 204.03 34.57 205.58 35.42 208.13 36.55 212.20 38.10 218.85 40.44 230.31 49.15 282.45 a ia age! 
Cash Val. Deducted. .... 18.59 20.19 22.73 26.49 32.18 41.58 87.65 R. S. Hart pan: 
|) eer 86.57 389.63 87.57 292.73 89.25 397.85 91.51 405.99 94.64 419.26 99.39 442.11 116.91 546.29 — ne 
Cash Val. Deducted: .... %18.40 *15.06 #966 *1.46 11.28 33.49 137.96 R. S. Hart has been appointed gen- ¢ 
_& OO Ree 161.19 553.11 162.69 557.76 165.15 565.50 168.50 577.75 173.10 597.75 180.03 632.22 205.45 789.35 | eral agent for the Connecticut General 
‘og rs 9° 79 5 , OF 7 : 37.66 ae ; I. 7. : , ° . 
Cash Vai, Deducted. .... 122.85 *117.7 *169.35 *96.2! 74.8¢ *37.6¢ 133.06 | at Utica, N. Y. Mr. Hart is an experi= 
Actual History enced life insurance producer, having iT 
S Tease. ccocsese 34.07 204.03 34.57 205.58 35.42 208.13 36.55 212.20 38.10 218.85 40.44 230.31 49.15 282.45 had ten vears’ experience. the last - ral 
Cash Val. Deducied, .... -18.59 20.19 22°73 26.49 32.18 41.58 fd pow hg hg gp aggre oo gyre se Red 
__ RPP 81.59 394.61 82.66 397.64 84.32 402.78 86.80 410.70 90.23 423.67 95.73 445.77 118.26 544.94 | and a hall being as associate genera . 
Cash val. _, Deducted. *13.42 *10.15 *4.73 3.25 15.69 37.15 136.61 agent for the Connecticut Mutual in gene 
3 oO peereres 123.10 620.00 126.34 623.36 132.03 629.07 140.04 638.16 151.71 653.64 169.52 680.98 239.06 811.24 leles > ie rg an : : at B 
Cash Val. * Deducted: eeee 946.00 *42.23 #35.84 *25.94 *9.14 20.81 164.16 Utica. He oe 7 Harvard — and a . 
*Figures indicate cash value in excess of cost. native of Utica and is prominent in the abili 
resig 
time 
that 
ot h 
inter 
to h 
* * 
Fr 
gene 
Cine 
has | 
for 
— 
: 
- ¢ . ¢ — F 
Agents of the Columbia Life recently were grati- the limit of cooperation to the agency force; 
fied by the action of the company in announc- friendly human treatment by the home office. 
ing a new dividend paying program which in- : 
sures returns for the future much larger than The Columbia is doing its share to make life 
agents have been able to promise in the past. insurance a great human helpful institution. 
These increased dividends, of course, apply to It is prospering as its annual statements will 
old the same as to new policies, so that—old pol- show; and it is sharing this prosperity with its 
icyholders will receive a lower cost than they agents and policyholders. ual 
expected. : ' 
Want to grow up with and be a part of such a 
, . . ~ . . . . . ] 
That’s the idea back of the Columbia—better company? Opportunities in Ohio, Indiana and 
service than was promised, wherever possible; Kentucky. 
~ . ; 
Sumner M. Cross, President A 
Li 
Cc. 
CINCINNATI, OHIO tr 
P 
ee 
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activities of the city. Mr. Hart was one | a large acquaintance which should prove 





of the ome and first president of | profitable to him in his new work. WHEN BETTER POLICIES ARE WRITTEN 

th l tien 3 otary Club. gore) J. Van ne THE NATIONAL RESERVE LIFE WILL WRITE THEM 
yke is agency supervisor and Gordon . : 

F. Back is assistant agency supervisor Wilford C. Brimley 

in the Utica agency. Mr. Hart has Wilford C. Brimley has been ap- NATIONAL 

established a four-page monthly pamph- | pointed general agent of the Nationa’ RE S E RVE 

let devoted to the development of the | Life, U. S. A.. for Utah with head- 

agency, issued under the name “Con- | quarters at Salt Lake City. He has had 

Gen-lal Topics.” several years’ experience as a personal ‘ 


——— producer and agency organizer 


Waldo H. Dennis = 














Waldo H. Dennis has been appointed John W. Patton, Jr. 
gencral agent for the Connecticut Gen- Sain SE. Batten, Se. of Decten. 

; : : Jo i on, . . Of Jackson, Miss.., 
erat at Erie, Pa., succeeding LL. R. | who recently xraduated from the United 
Stansbury, who recently resigned. Mr. States Naval Academy at Annapolis, has 


Dennis was tor many years costs and (associated himself with the general | 
production man for the Wagner Elec- | agency of Patton Bros., composed of his | 
tric Manufacturing Company and later | f@ther John W. Patton, Sr.. and D. G 
was with the Richardson Paper Com- ee ne the Pacific Mutual | 
- . ~ 1e first week he was under contract he 
pan) the Fox Paper Company and the produced $15,000 in applications. Mr 
Burke Electric Company. He has had | Patton has had no previous experience in 
life insurance selling experience, having | the life insurance business, except as 


been lately with the Equitable. cashier for the South Mississippi agency 
of the Union Central, prior to entering 


| 

| 

the Naval Academy. | 
i 














R. C. Pauley 





—— HOME OFFICE ° TOPEKA, KANSAS 
R. C. Pauley has been appointed dis- Life Agency Notes 
trict manager of the Montana Life for iL. VT; Bevkadale tae bees annotated 


northern Idaho, with headquarters at | general agent of the American National 


Lewiston. Mr. Pauley, who has been | of Galveston at Birmingham, Ala yi Want The National Reserve Life 


with the company for some time, has William A. Lama has been appointed Di M 
* general agent for the Security Mutual | istrict anagers 
| 
| 








jumped in the front ranks in personal | Fiy!'4 sialon as Coleen O 
production at the beginning of his life F. F. Flood has been appointed general and , . . 
insurance career, agent of the Dellane ‘Life at aan | W rote more business in its own 
a town, ©, He is an experienced insur- | Salesmen home state last year than 51 other 
P “a4: ance man. | See > : Te 
M. J. Williams The American National of Te xas has for companie s, beating its nearest 
The Pan-American Life has opened opened & now general age nes at olum- | ARKANSAS competitor, one of the big Eastern 
—- . 2 =e a Mie t s ve Sit o © ov are Se , ° 
{ its new office in Kansas City in charge | 4 Gomes and L. H. Jones IOWA Companies by over $3,000,000. 
of Marshall J. Williams as general | pate. KANSAS 
agent. This is the first time the com- , a . MISSOURI 
pany has attempted securing new busi- To Examine Illinois Companies | NEBRASKA We Want Real Producers 
ness in western Missouri. An examination of every Illinois in- | OKLAHOMA 
ow surance organization doing business 1m | TEXAS 
Jess Dunn - state will ey be made 7 the | UTAH Men who wish to succeed in 
Jess Dunn has been appointed gen- oeeaee pagers eg serge val Don’ building for themselves a future 
eral agent for the Montana Life at names eng AE sasae oe jes ont delay, send with the fastest growing Life 
. y Cz } ) ’ eo ggg gg Pe ae ae , ’ ’ ’ : : 
Redding, Cal. Mr. Dunn was formely | -ccieties. In order to carry out the || % your application Insurance Company in the Middle 
general agent for the Idaho State Life : > . ’ 
plan a number of extra examiners have right away. West. 





at Buhl, Ida., and has demonstrated Ris oe 
. eo been employed by the department 
ability as a life insurance producer. He : : be 7 e 
: : : - e Commissioner Houston states that he 
resigned from the Idaho State Life some : 
. . - , . : believes no company or association 
time ago, after five years service with Sry : 
. ; should be permitted to do _ business 
that company, in order to devote more - . : . 
. without being examined at least bi- 
of his time to investments and other Sans 
; ennially. Mr. Houston says that in 
interests He has, however, returned vs : , : 
: . going over the reports of examiners re- 


to his first calling cently submitted he has discovered that | 
: there are several fraternal societies, and f 
Frank W. Truitt other minor insurance concerns operat- ZL gen S aii e é 











Frank W. Truitt has been appointed | ing in the state which have not been 
general agent for the Columbia Life of | examined for ten years. He has found 
Cincinnati at Columbus, O. Mr. Truitt | further that one company now transact- 
has been a bond salesmen in Columbus | ing business in the state has not been 
for a number of years and has built up | examined for 15 years 


WANTED | 


Young man with Life Insurance experience | Write to 
to assist in agency organization, with salary | 
and expenses. Write | 


CHAS. S. MONTGOMERY | 


311 Haas Building 
LOS ANGELES, CALIFORNIA 














For Attractive Contracts 








Organized 1871 


Life Insurance Company of Virginia 


Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 te 
$50,000.00 and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1921: " w 











Assets ala aed melee denies Moaubiamaiinnsl $28.308.449.13 

a ak hte eat amet .. 25,109,146.04 -3.2° ? 

Copienl and “pole DLaticuGkuneGaaadcheuuaaWaoe wae Kupes babes . 3,199,303 09 J. C. Stribling J. M. Y O¢S, 
I ee 14,188,461 .00 > ‘de nee , 
a EEE EES ee eee . 1,897,435 45 | President Secretar) 
Total Payments to Policyholders since Organization............. $27,720,705 .42 








JOHN G. WALKER, President 





























~~ 
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THE NATIONAL UNDERWRITER 








Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have Age Limits from 2 to 60. Policies for substantial amounts (up 
to $3,000) for @hildren on variety of Life and Endowment plans, thus enabling 
parents to buy all of the Family’s insurance on the Ordinary, i. e. Annual, Semi- 
annual or quarterly premium plan. Participating and Non-Participating Policies. 








Same Rates for Males and Females 





Double Indemnity and Total and Permanent Disability features for Males and 
Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 














Great Southern Life Insurance Company 
DALLAS—HOUSTON 


Assets Over . . . . $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable Agents in Texas, 
Oklahoma, Missouri, Kansas, Arkansas, Louisiana, New 
Mexico and Mississippi. 


Policies up to date 
Write 
E. P. GREENWOOD 
President 
Dallas, Texas 


F. W. GRIFFIN 
Supt. Agencies 
Houston, Texas 


or 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


l 
| 





WITH INDUSTRIAL MEN | 

















NOW HAS FULL LIFE LINE 


National of Tennessee Seen as Con- 


tender in Industrial Field With 
Complete Policy Offerings 





Ten- | 


The National Life & Accident of 
nessee, with the addition of two new in- 
dustrial life policies, has completed its 
line of life policies and now is offering a 
full line of ordinary and industrial pol- 
icies, applicable to both standard and in- 
dustrial substandard risks The full line 
now places the company on the same | 
basis as the Metropolitan in the industrial |} 
field. The growth of the life department | 
of the National Life & Accident is being 


watched with interest, as the new policies 
open the way for the development of the 


| company along new lines on an unprece- 


| dented scale It is believed that the Ten- 
|} nessee company will soon be one of the 
| leaders in the field of industrial life busi- 


; ness as well as industrial disability busi- 


; ness With the tremendous clientele of 
disability business now carried by the 
company, the life hHbusiness should be 
placed on the books in short order. Cam- 





paigns have already 
for the development of the new lines and 
the agents have been demonstrating the 
ease with which it can be sold as well as 
the additional profit coming from this 
combined work. Now that the line of life 
policies has been completed every class 
of business will be sought and featured 
by all weekly disability agents. 

The two new policies just are 
25-year endowment for standard risks 
and the 20-year endowment for substan- 
dard risks, both under industrial forms. 
Just a few weeks prior to this, announce- 
ment was made of the issue of infantile 
and adult limited payment life convertible 
into endowment. Thus the weekly pre- 
mium policies of the company now in- 
clude the combination health, accident 
and endowment, the adult 25-year en- 
dowment standard, young people's 25-year 
endowment standard, adult endowment at 
death or age 70 standard, young people’s 
endowment at death or age 70 standard, 
infantile whole life substandard, adult 
whole life substandard, adult 20-year en- 


issued 


dowment substandard, young people’s 20- 
year endowment substandard, and the 
adult and infantile convertible life pol- 
icies. 


PUBLIC SAVINGS CONVENTION 
Eighty-five Field Representatives At- 
tend Annual Gathering at Home 
Office in Indianapolis 


been put under way | 








ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 
CHICAGO, ILL. 








ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone Randolph 3473 








RANK J. HAIGHT 
CONSULTING 
ARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








J. McCOMB 

COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations and 
Examinations Made. Policies and all 
Life Insurance Forms Prepared. 
The Law of Insurance a Specialty. 








Colcord Bldg. OKLAHOMA CITY 
NITCHIE 


J H. 
° ACTUARY 

1523 Association Bldg. 19S. La SalleSt. 
Telephone State 4992 CAGO 








REDERIC S. WITHINGTON 
Consvttine AcTvuaRY 
402-404 Kraft Building 

Tel. Walnut 3761 DES MOINES, IOWA 








OHN E. HIGDON Actuaries & Examiners 


OHN C. HIGDON ( 82 Gates Buildine 


Kansas City, Me 


























HOME LIFE INSURANCE CO. | 
NEW YORK 


WM. A. MARSHALL, President 


ial 


Ir 


| 
| 
| 


The 62nd Annual Report shows: 


A company which throughout the seventy years Ea ec a ne To Premiums received during the |) 
of its history has ever enjoyed— ause of its — geen ag ge og - oie | Piyments to” Pollyintiers” “and $6,990, 
. . ols as Weer, n pon o enthusias t " i i } h 
square dealing toward all and its long record of land members this was the mest suc-| [| Gisime, Eedowments, Dividends, 
low net cost—the good will of its policyholders, | cones mieviane oe Le ee be aaeaes al ae ae tee 
the confidence and esteem of the insuring public, | Sonemtives aacegted tie Beene ofies Se Giada 
7 4 Vitation, only one who lat yeen in- 
and the loyalty of its representatives. an vited being waaveldably abscat. Every | emit i s--srrcscnnsorocn, WSUS 
| district but one was represented. required to maintain the re- 
. . At the dinner Thursday President Carl serve) 
JOSEPH C. BEHAN, Superintendent of Agencies || ,, (2°, 21et Thunstay President Carl | Hl Stal mortality experience 53.44% 
| speakers were Bernard Korbly, director pe ae See apenas. $23,116,887 
and counsel; KE. G. Sourbier, vice-presi- | || Kimttial Asset occ aaa 





director: Charles W. 
Folz, secretary: W. Scott Deming, sec- 
ond vice-president, and Homer A. Ben- 
son. editor of the company's publications, 


oo So. Seen FOR AGENCY APPLY TO 


W. A. R. BRUEHL & SONS 
eral Managers 
Central and —_ Ohio and Northers 
ent 





More Than 1’A Million Policies Now In Force 

















The theme of these talks was the ucky 
achievements of the company in 13 Rooms 601-606 The Fourth Nat. Bank Bidg. 
years, the attainment of $50,000,000 of CINCINNATI, OHIO 

Only four other life insurance companies in Ameri insurance in force, all in Indiana, and HOYT W. GALE 

y : in f P : a have the belief backed up by determination General Manager for Northern Ohie 
more policy contracts in force than this company. A study had anatter Genebeees wi be ebtel 229-213, Leader-News, Buil 
of the following growth in ten years is invited: in less than five years. . 
morning the field men went to 





Friday 


Jan. 1, 1911 Jan. § 1916 Jan. 1, 1922 Broad Ripple Park for an outing while 


MR. AGENT! 








Assets $ 5,614,764 $10,279,663 $ 28,295,931 || the managers, were kept at the home 
Policies in Force 371,106 613,615 1,294,394 advice. Do you care for QUALITY, 


49,245,028 89,596,833 265,197,626 


Insurance in Force 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











Saturday morning there was a _ busi- 
ness session over which Mr. Deming pre- 


sided An interchange of field experi- 
ences gave a lot of practical ideas. In 
the discussion a number of the com- 
pany’s leaders took part, including F. 
E. Wertz of Shelbyville, present field 
leader and for ten vears never lower 
in rank than third place; W. G. Bell, 
South Bend: G. W. Gonterman, Prince- 
ton: J. E. Barow Vincennes: C. C. 
Amick, Richmond: DPD. F. Vance, Mun- 
cie: EK. T. Hackett. Tipton: R. H. Gor- 
ton. Indianapolis No. 1: G. C. Farring- 








STICK! 


not SIZE? 
perience, Low Cost, a Splend 
Record for 70 years? 


Age, Sound Ex- 


id 


Then why not take a General 


Agency in its HOME STATE fo 


THE ST. LOUIS 
MUTUAL LIFE 


WRITE THE 


r 


OUR AGENTS AND POLICY HOLDERS 
HOME OFFICE 
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a |} ton, Nappanee Mr. Folz spoke for the 

officers and after a luncheon President 
i Winter made a closing talk which was 

| Th enthusiastically received 

— e News of the Prudential 9 

—— e M. H. Wessell, superintendent of the ) R N ;? 
Prudential at York, Pa leads Division 

Celie Beers se TRANGE? 
lowest percent of arrers and lowest aver- —— LT 
age industrial net laps tor the venr 

° ° The Cincinnati No. 1 district, Superir 

a 10na ] e tendent E, H. Amelung, being eed of 
a spe assistant, the compar offered } 
the position to George W. Bus! fi Cov *.] ve . 

— Insurance Company gga gy tee elena ipa Phat with so many reputable companies and so much 
Satie iememimeniar taaekes “aeeeaends aes ah tangible evidence on all sides of what life insurance 
transfer of Assistant Bush Agent Wil- , : = xaye 

Boston, Massachusetts liam C. Doerman was promoted and continually does, day in and day out, more people do 
placed in chars of the ssistal yg ff . : - 
ARTHUR E. CHILDS, President ' ous districts of Division “Q” re 3 
0 } ’ en wenn Gunttets ot Division “Q" te: not voluntarily walk up to the captain’s office and say, 
ing over a period of ten weeks based or ss7T? : : .) rm . ° ~~ 
— -s eS settee Nooo teat M ee Rename digger te: I'll take it! his Company is more than 77 years 
= =e by thier staff il results f . , . : . ; 
ggg Alig eg gy ay ay mag Ne old and yet in all that time I don’t believe one-tenth 

Issues the _ best feated Pasadena, Los Angeles No. 2 and . es ; 5 a ope 

bese San Diego. Portland overcame Seattl of one per cent have found their way to the captain’s 

forms of policies racoma defeated Spokane. Oakland and Fs -t] a a , 

a rn Sacramento won from San Francisco No. otfice without a pilot in the pers mota age rle 
of Life, Accident and No. 2. Pueblo defeater Denver I | on of an agent who led 

A nd Salt Lake City In this same period . ‘ he . neider . 4 ie ~ 2 — ve 

and Health Ineur- prong Nene gh yn Me Dare Pepys ne the way. When we consider the billions in benefits 

name No. 2, who has the honor of leading the . P . _ a ° ° ° 

ance. tin Dig Pecan Seg tec gg gr Poe that have been paid by all companies in that period 
tria has a net increas of about fifty } ° ae - . > ° ° ° 

xe Pgs ye rene ld the indifference of men is strange. But it is justly one 
——— — nia ; ; : “oe: ma 

>. Public Savings to Expand of our happiest reflections that we of this fraternity, 

ceca ° In response to a _ special invitation | . aie f ° ° . . 

Our Complete Protection Charlies W. Wels, secretary and treas- while earning our livelihood, are at the same time fac- 

Combination is t ° urer of the Public Savings of Indianap- . > . - 
j : he ideal form of |olis, and Scott Deming, superintendent tors that are forever fighting the Lenins and the 
|- insurance coverage | of agencies, spent about two weeks at T k : F ‘ 

d the home office of the Prudential, where ré tz cys ot » ‘Or ‘ ray "PCE : ) 7 - 

4 boty ys the world—always present in some form 

. | themselves with the home office syst« ; cemnian eee. a : 

r. | of caniiien the frre caiines of Ai cn and fore\ eC! threatening a free soc ial order. 

Y that pours through daily. Upon their 

— return to Indianapolis these two officers 

— | held a meeting of the home office heads . . . _ ‘ . : 
Sait aunena’ dine ‘ies Gan Gk Sea ‘Saeaee Let no one be downhearted that our task r@quires 

| had seen and heard in the Prudential of- . Es 1 yee ; sar wee . : 
e aon Whe Seidl Gentieds tae senahel tn sturdy salesmanship and unremitting effort. It is well 

‘oO first $50,000,000 of insurance in force and . . 
expects to reach the $100,000,000 in the that it is so. 

ones |} next five years. 

| The company now has a field produc- 

N ling force of 400 branch officers and 

hsurance | agents and this is growing rapidly So 

vA }far the Public Savings has confined its 
| efforts to Indiana, which it has inten- 

omnecd sively developed and which it is able to 
Co. handle very economically from the cen- 

~ | tral office in Indianapolis With Indiana N W 

. |} so well organized the company feels that 

ie OF BALTIMORE. MD | wen eee oe ees = EW YORK LIFE INSURANCE COMPANY 

’ ° ritory rapidly and the idea of the officers ~ * z 

— is preferably to enter adjoining states 346 Broadway, New York 





first. 
. Incorporated under the laws of ——- D -P ¥X 
Sicniand, Sua Mining Towns Hard Hit ARWIN P, KINGSLEY 
Industrial life insurance companies are President 
| feeling the pinch of strike conditions in 
190,547 We Issue mining towns. Business for the indus- 


trial companies in many southern Indi- 
has stagnated 


. jana to s, for example, 
140,340 Standard Ordinary and a de bits have deenen d off greatly. The 


o — |} companies are encouraging their repre- 

21,307 Industrial Policies | 8 ntatives to ye as _— ” ordinary as 
¢ Ci r 1 ) v ave o con- 

64,050 Se Ger le ee a ONE OF THE REASONS for The Shenandoah’s 


heir debits quickly as soon as mining 
J.C. MAGINNIS fee rations a. resumed and conditions Unprecedented Success—The S-0-M-E Policy 


























President | get back to normal. The industrial cities 1. $10,000 
in the northern part of Indiana have . 810, 
16,887 J. BARRY MAHOOL been making up in fine increases what to loRDINARY DEATH 
22,328 Vice-President | the southern sections have been lacking $14.683 { 
He. —— ania 2. $20,000 --ACCIDENTAL DEATH 
pipet aa 3. $100 {PER MONTH FOR LIFE IF TOTALLY 
there DR. J. H. IGLEHART Western & Southern News % § ) DISABLED 
Bidg. Medical Director } The Western & Southern announces and 
| the following changes from } 
Assistant E. M. Kitzmiller has been $10,000 mS ; ; 2 aes 
le promoted to superintendent of the Co- to *TO YOUR FAMILY UPON YOUR DEATH 
lumbus, O., North District. $14.683 
——, Assistant J. N. Mullins has been trans- ’ . 
—a | ferred to Princeton from Washington : And matures as an old age endowment. Premiums payable for 
| A Penn Mutual Premium, less a Penn Mu- || “here he is succeeded by W. H. Resler 20 years, with four liberal options NOT DEPENDENT UPON EX- 
tual Dividend, purchasing a Penn Mutual The following appointments to assist- AMINATION 
Policy, containing Penn Mutual values, |} ant superintendent are announced A ONLY ONE OF OUR MANY LIBERAI POLICY CONTRACTS 
TY, makes an Insurance Proposition which in | Shafer, Cleveland East; F. Stephens, “?. . —peduer~ - ~ 3 ‘ / . 
“en the sum of all its Benefits, is unsurpassed Wheeling; H. Purcell, Cincinnati East; f We also offer Double Indemnity and Disability as well as all 
<X~ for net low cost and care of interest of all Charles Krabill, Findlay, O.; J. D. Dzie- orms ot policies (except Term) to women at the same rate as male 
did members. | kan, Detroit South; A. J. Lino, Kalama- risks. tS oF. : 
OUR STRENGTH—$2.06 for every dollar of liability 


| 200 Mich.: Charles Newman, Saginaw, 


al _ The Penn Mutual eee — The Shenandoah Life Insurance Co. 
- Life Insurance Company wie, See Seen pi Roanoke, Virginia 











. . lthe Central Business Men's Association General and District Agency openings in Arkansas, North Caro- 
of Philadelphia a. Coeee, See see. i PR ees lina, Virginia, West Virginia, New Jersey, Tennessee, and South Caro- 
| On January 1, 1909, Rates Were Reduced | City. has also received a Texas license. lina. 

ERS and Valves Increased to Full 3% Reserve. Oeiclals of ay Ee ry 9 state that | On Agency matters address—W. F. MACALLISTER, Agency Manager 














ganization in the state 
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KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 











Seventy-Nine Years of Service 


Our first policy was issued in 1843. 

Up to December 31, 1921, we had paid $1,736,129,572 to policyholders 
and beneficiaries, and had accumulated $675,319,164 for them. Dividends 
to policyholders totaled $361,465,227 in the same period. 

Total insurance in force at the end of 1921, $2,472,651,779. 

Corporations and Partnerships protected by Business Insurance. 
Inheritance tax provision for large or small estates. Philanthropic in- 
stitutions endowed. Income policies for the protection of homes and 
dependents. Annuities for the aged. Up-to-date Disability and Double 
Indemnity provisions. 


For terms to producing Agents address 


The Mutual Life Insurance 
Company of New York 


34 Nassau Street, New York 

















J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 











July 27, 1929 


MUTUAL LIFE’S RALLY | Chicaeo who aroused his hearers tg 





EASTERN DIVISION MEETING | 


$125,000 Club Sales Program at Port- 
land Led by Myrick, Day 
and Posey 


The convention at the Falmouth 
hotel in Portland, Me., on July 18 and 
19 of the eastern division of the $125,000 
Field Club of the Mutual Life of New 
York proved to be a great success, 275 
agents attending. The convention was 
in charge of Julian S. Myrick of New 
York, Darby A. Day of Chicago and 
Charles R. Posey of Baltimore, Md. 
These three successful managers of the 
Mutual had entire charge of the conven- 
tion and the sales contest attached to it. 

Mr. Myrick acted as chairman of the 
meeting, announcing on the opening da) 
that an optimistic atmosphere was re- 
quired on the part of all those present 
and that no hard luck stories were to be 
told on the penalty of being turned out 
This announcement seemed to be satis- 
factory to those attending for nobody 
had to be disqualified for failure to live 
up to the spirit of the occasion. 


Many Selling Talks 


welcomed to Portland 


McDonald, manager of 
this address was 


Visitors were 
by Thomas E. 
the Portland agency; 


great enthusiasm and applause 


| 


| Thomas P 


Geod Banquet Program 


A banquet was held at the hotel on 
Wednesday evening, which was pre. 
sided over as toastmaster by Col 


Morgan, agency supervisor 


The speakers at the banquet wer 
Darby A. Day, Charles R. Posey and 
Stewart Anderson. 

Those from the home office atte: ding 
the two-day session were \ssistant 
Superintendent of Agencies Robert | 
Spaulding: Col Thomas P. Morgar 
agency supervisor: C. C. Deni gency 

| organizer; Fred G. Dexter, agency in- 
spector Stewart Anderson, manager 
literary department 

Che $250,000 Club of the Mutu Life 
will meet Vancouver the first eek 

August. to be followed by the West 
ern Field Club mecting at the same 
place during the tollowing week 

The Mutual Life expects. next year 
to try a new plan as a substitute for the 
present sectional club meetings t pro 

| poses to hold agency meetings in certain 
|} ot the larger cities, such as Chicago 
New York, Philadelphia, Boston. which 


followed by one by Manager Posey of | 


Baltimore on the subject “Uncovering 
the Need.” His plea was that life in- 
surance should be sold on a definite 
proposition to suit each individual case 
and that no lump sum insurance should 


be thrust upon a person simply to sell | 


him something. “Insurance suited to the 
man’s individual needs is the only kind 
that counts,” he said. 

M. H. Butters, of the Detroit agency, 
was the next speaker. He presented a 
survey showing the wide variety of 
services which life insurance is now able 
to offer to policyholders. The address 
was on similar lines to that already 
given before several western underwrit- 


ing organizations. He described the use 


of these plans in the Detroit agency of | 


the Mutual Life, with which he is con- 
nected. He gave illustrative cases from 
his own practice as an accompaniment 
of his talk. 


Posey Takes Prospect’s Role 


The sessions Wednesday morning 
were devoted to a sales contest, Man- 
ager Posey himself was the prospect— 
an average business man. There were 
six contestants in this sales contest, onc 
at a time being allowed in the room to 
tackle Mr. Posey, anc at the end of the 
contest the agents present voted for the 
winner. Mr. Santa Marie of the Phila- 
delphia agency 
who submitted the best argument. The 
other contestants were L. J. Schroeder, 
of Washington, D. C.; Alexander Gil- 
bert of the LeRoy Bowers agency, New 


York City; D. J. Doherty of Boston: 
Albert H. Jones of the Adams agency. 
New York City, and Norville P. Spiker | 


of the Cincinnati agency. This contest 


was followed up by a blackboard dem- | 


onstration and address by Mr. Day of 


was adjudged the one 





MYRICK 


JULIAN 8, 


will be open not only to high-standard 





producers but to other smaller produc- 
ing agents under certain requirements 
which have vet to be announced. The 
idea of this plan is to bring the agents 
| who need extra instruction lose 
contact with the big producers with th 
idea of increasing their own production 
Push Conservation Work 
In accordance with plans for the con- 


servation of business in California, W. ]. 
Hettel, home office cashier of the Great 
Republic Life, will shortly devote the 
greater portion of his time to work of 
that character in the field. In connec- 
tion, with this, however, he will retain 


supervision of his department the 
home office organization. Mr. Hettel 
has been very successful in conservation 
and restoration work, and it is believed 
that marked results will attend his 
efforts to cooperate with the agents ™ 


ithe field 








W. W. LANE, Secretary 





LA FAYETTE, INDIANA 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CO. 


A. E. WERKHOFF, President 
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Ty 1922 f = —— 
= family like to enjoy life and do not save 
rers to NORTHWESTERN MUTUAL much money. He carries a $5,000 life 
. | insurance policy and says that is enough 
} AGENTS IN CONVENTION How can you visualize the need of addi- 
om | tional insurance to this man? What size 
(CONTINUED FROM PAGE 3) policy? Would you suggest option set- 
ote! On Spe il and District Agents Association 2 tcenmae if so, which ones and how OUR MAY % 
iS pre et in the home office auditorium, while | “**“"8*°- , was 167 
. . . ’ Case No. 4 
y Col the General Agents’ Association met in 
ervisor she rest room of the building L. L. Erickson, St. Paul, Minn., and lar 
_ the . : ° W. E. Rowley, Newark, N. J.—John as ge as ay t year 
. = New Officers Elected Smith, clerk, income $1,800, age 32, has 
— , : _— wife age 30, and three children, 2, 6 and 
Abou oe we Ww ee and 8 years of age, carries $1,000 life insur- 
tending a \ elected to membership Dy ac- | ance and says that he cannot afford any 
ssistant claim at the business meeting Tuesday | more. 
°F | Stem, "Ehr meting ue pro cme Ne HERE ARE SOME REASONS WHY— 
‘ > F “h Tas > *SI- | 
organ over by P. T. lhroop, Nashville, presi | Rudolph Recht, New York City and | 
agency dent tor the _aage grees er ant re- |R. S. Goldsbury, Pittsburgh, Pa.—Wil- | 
ie ports or officers, the annual ciection was | liam Brown, age 53, has accumulated | The “ ‘. > . . 
™ | | pid at which T. A. Peyster, New York, | property to the value of $700,000, which lhe Company has issued a New and Very Liberal Total 
a p was lected president; Franklin Mann, | consists of real estate, bonds and mort- and Permanent Disability Clause providing immediate 
Life Omaha. vice-president, and William FA. page, re Pa bl manatoctorinn benefits, a monthly income of 1% of the face of the policy, 
it sa tie ~ vad ae ° as sus Ss, al é e < t aii o 1ict “ ee Ss ; - . - 
week Th t ar meamiiies af tee a a are entirely free from incumbrances. He disability presumed to be permanent alter ninety days. 
er phe stat & —-- mainaied ~ | is at present carrying $40,000 of life in- ° ° 
West tion ected follows: : Fahey, Min- surance and has also among hie ansete A new Policyholders’ Health Service. 
° same nesota, chairman; Paul M. Smith, West | $20,000 of the first 3% percent Liberty | \ N R Beok ofieri Ta. : acd — 
K Virginia: Victor M. Stamm, Wisconsin; | Loan Bonds. Has wife, son and two 1 New ate Book oflering many special policies—C hil- 
By ear Hughes, lowa, and | H. Poin- daughters, his children ranging in age dren’s Educational Funds, Old Age Pension Contracts (written 
lt pee dexter —- . , ee ee ee ee eee without examination), Old Age Endowments, A Twenty Pay 
i pro- SNES Mara } rs s ance ‘ 4 é ce a s leces- . ih . a . . A 1: » - . 
oral om , clon gpa ap nce. ol a ceeg sary in his case. Special Business Protection Policy which at age 45 calls for a 
Neb: were annot "a, Ce ; : Sr 9s TT F 299 5 , oma ers 7 
icago turn and greeted by applause Follow- Home Office Men Speak premium of $33.5l—and many others. 
which ng this three-minute talks were made Wed ’ : , , . . . . 
£ : ‘ . : ednesday morning’s session was We have WwW Cc ‘e > yc ow te . 
el . . e have a few choice openings in new territory. 
nti close of the morning session devoted to'a number of addresses by s = r) 
Case Method Discussions home office officials. Herbert N. Laflin, 
: : = * - : associate counsel, spoke on “Our Com- “ . 
uesday morning officers of the com- | Dany,” taking the same subject pre- The Minnesota Mutual Life Insurance Company 
se Ph eee viously announced tor Henry F. 
and million dollar producers comprised Ty rrell. legi <p a } . aT SAINT PAUL 
3 ne hich tendered a recep- yrrell, iegisiative counsel, whose iiness 
ie Commmantce w , toy prevented his attendance » = & Address in confidence O. J. LACY, Vice-Pres. in charge of Agencies 
tion to new agents, after which the As- Willi: ; wintende 
; + Sergsi By --stmmen-garcacediie ery rms eee illiams, assistant superintendent of 
ee r? cul hig 8 the | agencies, talked on “Our New Policy 
— — Pang = poser the ti he 1 | Contract,” and Vice-President N. |] 
a. a ger Acne a tan antag Cleary discussed “Why the Northwest- 
Ralpt . ha Maden ws ern Will Not Issue Disability Annuity 
Bs eeddaicn Oe gaara vi a. — and Double Indemnity.” \ compre- 
ve speciic cases were discussed: hensive address was given by C. L. Me- 
Case No. 1 Millen, Milwaukee general agent, on . e 
m Jo tans Whowling West Virginia, “THE” Banyan Tree of Success.” aod | Great Republic Life Insurance Company 
ind J. J. Hughes, Towa—Thomas Clay, | George E, Copeland, superintendent of | 
ge 40, is an attorney in a city of 100,- | agencies, discussed “The Next Twelve 
ae 7 © up aceeenty ten ser at S00- | genes, LOS ANGELES, CALIFORNIA 
dependents a a Wife, a age - Wednesday afternoon was given over 
daughter 14, and a son 8 ‘ife is a poor su 4 
Ma to two divisional sessions \W # : ° 
caiee : “* may Ae age ———- onbinoe Shearer, Kentucky, was chairman of the Capital, $500,000 Fully Paid 
Cla rries $15.06 life insurance pay- | Small town and country agents’ lunch- 
able in a jump sum and has accumulated | CON conterence Subjects and speakers 
about $16,000, mostly in high class but | Werte: “1922 Selling Methods,” R. R GREAT OPPORTUNITY FOR LIVE MEN 
nen-liquid securities. How can the local! Reid, Illinois. “Insurance Trusts.” P 
Nerthwestern agent be of service to the} R. Hathaway, Ohio. “Intensive Culti- 
Clay family? vation,” Mrs. Daisy E. Bagwell, Georgia H. S. BRIDGEWATER J. R. RAILEY 
Case No, 2 Weane ihe _— oy H k. 375-331 Title Guaranty Bldg. @1 Dallas County State Bank Building 
Lee J. Loventhal, Nashville. Tenn., and he gg '. _ R 4 W oo A St. Louis, Missouri Dalles, Texas 
tandard W. F. Atkinson, Brooklyn, N. } J. H th e.% heim a a Mt, cansye Mgr. Missouri and Kansas Mgr. Texas and Oklahoma 
yroduc- Black. age 48. ta general manamer and | Tania. Pian Plus Pep [. Mm. W al- 
ements owner of about 60 percent of the stock of | drop, Oklahoma “Agency Standard, 
The . erous manufacturing plant in a \ H. Dallas, \ssistant Superintendent | W. H. SAVAGE, Vice-President and Agency Director 
iwents irae ity He is reputed to be worth | of Agencies 
closet a ee half of which is repre- The city agents’ conference was also | 
ith the can” de by stock in his own company. | held at this time with C. C. Dibble of = 
oon lis family, consisting of wife 45, son Ohi : hs : rl ¢ thre ——_————_————"| 
uction. collewe. dauahter 16 al4 son 14 110, as ¢ airman ve first three ad- 
a $40,000 house on which there is | dresses were the same as at the country 
ortgage of $10,000 Mr. Black ecar- | conference, the others bemg: “Conser- 
es $50,000 life insurance, which he | vation of Time in a Big City.” M. L 
says is enough to pay his debts and is | \Voodward, Michigan. “A New Man's 
con- al needs How can Mr. Black be in- | Fy r -¢ lic wo” . 
: ; : ; ~ cperience in City Soliciting,” Victor COMPANY 
» We ‘ SS 3 eee So M. Stamm, Wisconsin. “Personality in INSURANCE ‘ 
rea “ te , 
Case No. 3 Salesmanship, Oscar Dehner, Mis- 
rte the — . egg Oar cai SAINT PAUL MINNESOTA 
vork ol be W. H. Montgomery, Springfield. TL, 1 Elect 
ae W. A. Hewitt, Portland, Me.—Wil- Departmental Eicetions : ’ > , 
5 a = Taylor, age 36, inherited from his Special and district agents at the Do vou want to locate in the Northwest? Wecan offer you 
reté ; . alan ! ‘ 5 4 , “ye. . : ’ —_v . ak 
: the awe Bo ogee farm of 240 acres in| annual meeting of their own association liberal contracts in Minnesota, North Dakota or South Dakota. 
e MISSISSIppl alley. « aS recentis od } —- Oe naw ‘ > 
Hettel give i mertgage for $6,000 to build a elected following omcer Dr J R Write Us 
rvation ew rn and make other improvements Riggs, Illinois, pre sident: D. E. Baker, 
r lieved His wife is 35 and he has four children, Minnesota nirst vice-pre sident,; Ben A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 
id his t ys 8 and 5, and two girls 7 and 2 Badenach, Illinois, second VICe-pTesl- 
ents in He is good farmer but he and his | dent; Don P. Hayn, Chicago, secretary _ — 
R er 
EDWIN A. OLSON, PRESIDENT 
Insurance in Force $75,000,000 Assets $7,512,613.17 Surplus $635,128.94 
) Issues Continuous and LIMITED Payment Life, Endowments at ages 85, 70, 65, 60, 55, and 50. A peste low a 
and PROFESSIONAL Man’s Policy. A Special Farm Mortgage Policy—Monthly Income —Child’s Endowments. tsability income 
and Double Indemnity Provisions. 
THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 
AND PERMANENCE OF MUTUAL TRUST MEN 
For Agency Openings Address: GILBERT KNUDTSON, Vice President Home Office, 30 N. La Salle St., Chicago, II. 
jent 
——_—_———_ 
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A Constructive Force 


Bests’ Reports say of the Mutual Benefit 
“Throughout its entire existence its manage- 
ment has sustained the highest ideals of business 
equity.” 

The more a Life Insurance agent knows about 
this business, the more he becomes convinced 
that the Mutual Benefit is a constructive force 
in the business itself as well as in the develop- 
ment of agents. 


THE MUTUAL BENEFIT LIFE 
INSURANCE CO. 
Organized 1845 
NEWARK, NEW JERSEY 

















THE Chicago National Life Insurance Company 
has special inducements for live agents in Illinois 
and in Indiana, advantageous contracts, standard 
policy forms, home office cooperation and the in- 
fluence of 1200 stockholders in both states. 


Five thousand leads received last month from our 
stockholders. 


Chicago National Underwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 South State Street Chicago, Ill. 


leach year over 45. W. A. 











| tons 





UNDERWRITER 


and treasurer. Directors for one year: 


C. E. Albright, Milwaukee; E. | 
Koehn, Chicago; E. A. Crane, Fort 
Wayne, and Milton Woodward, De- 
troit. 


At the annual meeting of the General 
Agents’ Association, W. F. Atkinson, 
Brooklyn, was elected president; C. .L 
McMillen, Milwaukee, vice-president; 
and S. C. Pearson, Kansas City, secre- 
tary and treasurer. 

Members of the Marathon Club, 
composed of agents having written 100 
or more lives during the past twelve 
months, met at dinner. B. C. Nels, 


Peoria, Ill, who wrote 228% lives and 
received first place in the Marathon 
list, was named president, and C, A. 
Phelps. New Berlin, N. Y., with 193% 


The club this year 
members, in- 

Daisy Bag- 
written busi- 


lives, vice-president 
consists of twenty-six 
cluding woman, Mrs. 
well, Atlanta, Ga., whose 


one 


i} ness led the state of Georgia. 


Results in Sport Events 


In the annual golf medal competition 
at the Blue Mound Country Club, with 
about 75 agents taking part, Louis 
Weinhagen of Milwaukee, won with a 
while A. B. 
vear’s champion, finished 
(,corge Metzger, Kan- 
net score of 56, 


low gross score otf 76, 
Sweet, last 
second with 79 
sas City, led with low 
and Gordon A. Carroll, Des Moines, 
was second with 65. Art Butzen, Mil- 
waukee was low for the nine odd holes 
with net 36. Four tied for the special 
Elks’ trophy C. A. Smith of Ham- 
mond, Ind., led in the age limit competi- 
tion which allowed for one stroke for 
Carroll was 
in charge of the tournament. 

The baseball team composed of mem- 
bers of the Agents’ Association took 
the home office team into camp in a 
hotly contested outdoor-indoor baseball 
game. The former team won with a 
score of 11 to 6. 

The presentation of sport prizes by 
T. A. Peyser, New York, was one of the 


features of the annual association dinner 


at the Hotel Pfister, Tuesday night. 
P. T. Throop, president during the past 
year was toastmaster. A great deal of 
interest at this was also 
centered on the presentation of company 
and association prizes by George E. 
Copeland, superintendent of agencies, 
and the presentation of Group N but- 


by ¢ L. McMillen, Milwaukee 


occasion 








45.17% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1921 was upon applications of members previously 


insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


ficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 

Purely Mutual 


No Brokerage 


Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 
Safe Investments 


THE NORTHWESTERN 
INSURANCE 
COMPANY 


Pr 


SS ceamenae eR 





LIFE 


Milwaukee 


> 





No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 


MUTUAL 


Wisconsin 











general agent. The address of Pay! 
Myers, Washington attorney and form. 
erly asistant commissioner of interna! 
revenue, was received with great 
terest Excellent entertainment was 
provided by the home office clerks’ as. 
sociation. 


LISTS NEW KENTUCKY LAWS 


Provisions of Two Statutes Affecting 
Life Insurance Reviewed by Insur- 
ance Department 





The Kentucky insurance department 
has issued a supplement to the 1920 
compilation of insurance laws which in. 
cludes the two recently enacted laws 
relating to life insurance. One of these 
is the act which authorizes the valuation 
of bonds and other securities by life 
insurance companies, assessment life as. 
sociations and fraternals by the amortj- 
zation method. The other is the act 
which replaces the old Section 659. 

Under this act all policies previously 
issued by any domestic or foreign lite 
companies are brought under the pro- 
vision of law applicable and in force at 
the date of such issue. It is also pro- 
vided that no policy of life or endovw- 
ment insurance upon the ordinary plan, 
other than pure endowments with or 
without return of premiums, shall be 
issued or delivered unless containing 
provision for the following: Default and 
surrender provision, with a_ stipulatea 
form of insurance continued after de- 
fault in cases where premiums _ have 
been paid for three years; specific re- 
erence to the option to which the policy- 
holder is entitled in the event of default 
in premium payment; and a table of 
cash or loan values. There is also a 
clause covering somewhat the same re- 
strictions on industrial policies, except- 
ing on policies issued to persons undef 
10 vears of age until five years after 
attaining that age. 





Plan Summer Drives at Cleveland 
Some of the life insurance offices ; 
Cleveland, O., may use contests of one 
kind or another during August to off- 
set the usual mid-summer dullness 
Quite a number of the solicitors have 


been vacationing the past few weeks 
and this will likely continue through 
August. The same thing is true of 


managers and 


the 


prospects However, 
general agents are urging those in 
harness to greater efforts in order to 
hold up the volume as far as possible to 
that of past months. 

This is probably more necessary this 
year than heretofore. since the strikes 
are already having some effect on the 
business. The trouble is gsychologica! 
to a great extent, it is true, but rea’ 
when it comes to a reduction of volume 
It is believed that production will be- 
come normal as soon as the strikes are 
settled and that business will not 
difficult to secure but just now people's 
minds are unsettled and it is hard to 
induce them to take up additiona! prob- 
lems 





Cross Entertains Agents 


Sumner M. Cross, president of the 
Columbia Life of Cincinnati,  enter- 
tained 15 of his leading general agen 
at Cedar Point from Thursdav to Sa 
dav of last week \ hasehall ge 
boat ride on the lake and a fishing trip 








was part of the program. The general 
agents presented Mr. Cross with 


bunch of applications, a part of 

husiness being written on their own 
lives. The Columbia Life has written a 
nice volume of busing ss so far this \ r 


Slump at Wheeling 


On account of the coal strike. the life 
insurance men in Wheeling. W. Va. 
probably are producing only about 75 
percent of the business that was done ! 
them last year. Evervone feels that 2 


termination of the strike will help busi- 


ness tremendously. 
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TWO NEW BODIES COME — 
FROM DENVER MEETING 


(CONTINUED FROM PAGE 1) 


tion shall no longer exist was, he af- 
firmed, the purpose of calling company 
officials and supervising officials to- 
gether at this time. 

Every talk that was made at the 
yarious sessions bore heavily on this 
thought The speakers used statistics 
rather carelessly. All of them who 
quoted percentages of totals, notably 
Superintendent Frank Travis of Kansas, 
used gross premiums in summing up 
the gigantic sum of money “sent out of 
out home states to the coffersof eastern 
insurance companies.” No considera- 
tion was given by them to the matter 
of commissions paid to residents, nor to 
losses, nor to the sums invested by 
rn companies in these western 


Bar Out the Easterners 


The defect in the insistence of Mr 
Travis and Mr. Harty on the disparity 
in the sums paid for insurance protec- 
tion would have had a clarifying effect 
at the hands of an eastern company 
representative had he been permitted to 
speak. Instead the commissioners de- 
clined to hear him. When the meeting 
of the supervisors had been thrown open 
to company officials for discussion Sec- 
retary Baine of the Colorado Associa- 
tion of Life Underwriters asked the 
privilege of having J. Stanley Edwards, 
iormer president of the National As- 
sociation of Life Underwriters, offer 
some important information to the com 
missioners. This information consisted 
of a late compilation of the investments 
of eastern imsurance companies in the 
states west of the Mississippi river. In 
opposing the presentation of this infor- 
mation Frank Travis said that it was 
unnecessary because each commissioner 
had it in the reports to the departments 
made by the various companies 


Company Conference 


Che company conference lasted about 
an hour No suggestions were made, 
no topics broached for consideration. 
Chas. M. Howell of Kansas City then 
proposed that a committee of three be 
ppointed to express to the commis- 
sioners who called the conference the 
thanks of company representatives for 
the privilege accorded them of being 
present The committee, which was 
made up of Mr. Howell, George Beau- 
dry, actuary of the Capitol Life of 
Denver, and W. H. Watlington, actuary 
ot the Western National Life of Chey- 
enne, reported the next day that the 
company representatives present were 
grateful to the “far sighted and public- 
serving supervising officials responsible 
for the call of the conference:” and sug- 
gested that the conference be mad 
permanent organization 

Company Committee Named 


_ Later Chairman Harty appointed the 
lollowing committee to perfect plans 
for a permanent organization of a 
classes of insurance carriers in the states 
west of the Mississippi river 

\. L. Harty, chairman, treasurer In 
ternational Life of St. Louis 

\\ r. Grant, president Business 
Men’s Assurance, Kansas City, Mo 

lohn C. Bardwell, president, Liberty 
Fire of St. Louis 

larencs } B Daly. president Capitol 
Life of Denver 

Charles M Howell, general counsel 


American Reciprocal Exchang \s- 
sociation Kansas City, Mo 
Ce R. Allen, general counsel, Fra- 


ternal Aid Union of Kansas Citv. Kan 
W a Tavlor, vice-president Fede ral 
irety of Davenport, Ia 
W. H. Watlington, actuary, Western 
it | Life of Chevenne, Wvo 

Travis in Keynote Speech 


With the adjournment of the company 
mterence on the morning of July 21, 
tter a session lasting less than an hour. 
mmissioners convened in one 
SeSssio1 Superintendent Travis of Kan- | 


| 


| 
| 
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Write for Agency Opportunities in Indiana 











A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 


represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
LANSING, MICHIGAN 


N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 1. D. WALLINGTON, S pt. of Agents 














THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medica! Director CLAUDE T. TUCK, Secretary 


ENTURY LIFE INSURANCE CO., tnotanapotis 
C ey INDIANAPOLIS 
Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 
All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 
build a real life insurance company 

We offer agents experienced management, superior policy contracts, 

choice territory. progressive held and home office methods and an 

old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins—that has all the elements of growth and permanency— 


Tell us where you want to work 
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sas made the opening key-note speech. 
He said there was no desire to array 
one section of companies against an- 
other section, nor to do anything to 
destroy the present National Convention 
of Insurance Commissioners. He, like 
Mr. Harty laid great stress on the need 
of conserving the fortunes of new com- 
panies by legislation and otherwise, to 
build them into sound institutions so as 
to stop the flow of money across the 
river to the east. 
Commissioner Cochrane of 
was made temporary chairman of the 
commissioners’ conference with Com- 
missioner Bruce Bullion of Arkansas 
secretary. Talks were invited from 
company representatives and President 
Paisley of the Standard Life of St. Louis 


Colorado 





and Actuary Watlington of the West- | 


ern National Life spoke. Both followed 


| committee of 


the spirit of the key-note speeches and | 


Mr. Watlington’s talk about reserves 
and competition among companies found 
reflection later in the language used in 
some of the resolutions passed by the 


commissioners. 
Commissioners Organize 


The new organization of insurance 
commissioners known as the American 
Conference of Supervising Insurance 
Officials, is created, as stated by the 
constitution “to safeguard and advance 


AMERICAN 


| the Denver conference were: Bruce T. | 
Bullion, Arkansas; Jackson Cochrane 
and his. staff, Colorado; Frank I 


THE NATIONAL 


the interests and welfare of the insure4 
and the insured public.” Although it is 
not so set out in the qualification for 
membership the sponsors assert that it is 


to be exclusively a trans-Mississippi 
organization and not in any sense a 
movement to disrupt the national or- 
ganization. Membership may be had in | 
the organization by any supervising 
official, no matter where located, ‘on 


invitation.” 

The first officers of the new organ- 
ization are: Frank L. Travis, Superin- 
tendent of Insurance, Kansas, chairman; 
Ben C. Hyde, Superintendent of Insur- 
ance, Missouri, vice-chairman; Donald 
M. Forsyth, commissioner of insurance, 
Wyoming, secretary-treasurer; Jackson 
Cochrane, commissioner of insurance, 
Colorado, chairman of the executive 
five members. 

The state supervisors who attended 


Travis, Kansas; Ben C. Hyde, Missouri; 


John M. Scott, Texas, and Donald M. 
Forsyth of Wyoming. The six states, 
other than Colorado, represented by 
companies, were Kansas, Nebraska, 
lowa, Missouri, Arkansas and Wyom- 
ing. 


On roll call of states it was announced 
in each instance that those states that 


UNDERWRITER 


| had no representative present were on 
| record through official letters from their 
insurance department heads favoring 
the purpose of the conference. 


Eleven different resolutions were 
adopted by the commissioners’ con- 
| ference. 


Mr. Travis announced that some time 
in the fall an effort would be made to 
| have a rousing big meeting of the new 
proposed company conference and the 
new commissioners’ organization, 


Insurance Companies HRepresented 


Aside from the representatives from 
Denver of local and eastern companies, 
the following is the official roster of 
the visiting company representatives: 

J G. Ingalls, secretary, American 
Mutual Union, Eureka Springs, Ark. 

J. V. Abrahams, secretary, Security 
Benefit Association, Topeka, Kans. 

Geo. R. Allen, general counsel, Fra- 
ternal Aid Union, Kansas City, Kans. 
| S$. M. Babbit, president, Great Ameri- 
can Life, Hutchinson, Kans. 

W. C. Coleman, president, 
Savings Life, Wichita, Kans 

L. A. Bali, 56. Vice-president, 
tional Savings Life, Wichita, Kans. 


National 


Na- 


J. W. Graybill, grand master, A. O. 
LU. W.. Newton, Kans. 
H. K. Lindsley, president Farmers & 


Bankers Life, Wichita, Kans. 





CENTRAL 





LIFE 


Insurance Co. 





INDIANAPOLIS, IND 
Established 


PRESIDENT 


1899 


HERBERT M. WOOLLEN 











E. G. Woleslagel, secretary, Kansas 
Central Indemnity Co., Hutchinson, 
Kans. 


Chas. A. Moore, vice-president, Lib- 
erty Life, Topeka, Kans. 

Chas. M. Howell, general 
American Reciprocal Exchange 
Kansas City, Mo. 

Walter K. Chorn, of C. 
office. 

Jas. J. Connell, American Bankers In- 


demnity Alliance, Kansas City, Mo 


counsel 


Assn. 


M. Howell's 








A. L. Harty, treasurer, International 
Life, St. Louis, Mo. 

D. H. Holt, secretary, Federal Re- 
serve Life, Kansas City, Mo. 

J. R. Paisley, president, Standard 


Life, St. Louis, Mo. 

John Woodhead, secretary, Employ- 
ers Indemnity, Kansas City, Mo. 

E. L. Griffith, agency supervisor, 
Northwestern Life, Omaha, Neb. 

D. D. Hall, secretary, North Ameri- 
can Life, Omaha, Neb. 


O. J. Lyon, general manager, Tray- 
elers Health, Omaha, Neb. 
Jas. A, Radman, vice-president, 


Northwestern Life, Omaha, Neb. 
H. E. Worrell, secretary Omaha Liie, 
Omaha, Neb. 


F. E. Hathorn, secretary, Des Moines 
Reinsurance Fire, Des Moines, la 
V. L. Montgomery, Globe Fire, Sioux 
| City, Ta. 


| 

| Carl Tennis, Federal Surety, Daven- 
| port, la. 

W. H. Watlington, actuary, Western 
| Natl. Life, Cheyenne, Wyo. 

Frederick S. Withington, 
Des Moines, Ia. 

— 


Standard Life Going Strong 


J. D. Van Scoten, superintendent of 
the Standard Life of Pittsburgh, reports 
business conditions since the first of the 
vear as very good. Each month up to 
July produced more business than th 
previous month, and from all indica- 
| tions, July will be better than June, thus 
keeping up the record. 

This company has been taking ad 
| vantage of the Carnegie Tech's 
| ment in training its men and is putting 
| high grade men through the 

course as quickly as the organization 
| can make room for them. 
| Within a short time the Standard Lift 

expects to start four or five new 
| cies in western Pennsylvania and make 
| an intensive cultivation of this territory 


actuary, 


equip- 


school 


agen- 





@ We write only one 
Agency contract 
for all agents. It 
is described in a 
little booklet 
which you may 
have for the 
asking. 





Nat ienaly? 
reurance Company | 


Home Office, Madison, Wis. 











FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 


| terested prospects who had requested 
| «nformation. In 1921 this service, and 
| Fidelity’s original policy contracts, 


brought us within 74% of the unparal- 
leled new business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000,000. Faithfully serving 
imsurers since 1878. 

A few agency openings for the right 


"FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 
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| MODERN BUSINESS GETTING METHODS 








Systematic Work and 


Close Follow-Up Are 


~ Basis of Big Record for Production Hung 
Up by Louis Wolowitz of Detroit 


RITING $800,000 of lite imsur- 
ance m a year sounds big and is 
Louis Wolowitz the 


big 


of 
H. Wibert 
Spence 
agency of 


but 


the Mutual 
Life at De- 
troit thinks 
it entirely 
too small 
and is go- 
ing after 
bigger 
game this 


; Mr. 
W olo witz 
has reduced 
his formula 
to a sim- 
ple, mathe- 
matical 
problem; 
that is, hard 


LOUIS WOLOWITZ work plus 
knowledge of the business equals a mil- 
lion-dollar production 

His performance has not been spec- 


nor phenomenal but just the re- 
hard, persistent work. 
There are many similar cases 
f men in America today whose success 
will come in the future if they follow 


suit of years ot 


probably 


rigidly the laws of study and work, as 
laid down by this Detroit underwriter; 
careers yet in the making will ordi- 


narily be passed by at present, only to 
the halls of fame in 
MmnyL cars 
Doubled His 1920 

Production Last Year 


Mr 


rise to 


msurance 
+} ' 


e con 


Wolowitz stood fifteenth of all 
the Mutual Life salesmen in the United 
States and Canada in 1921. He was one 

the first to qualify for the $250,000 
Field Club in 1921, and it might be said 


ot 


it this point that Mr. Wolowitz has 

‘ i member of the Mutual Life Field 
Cl Ss evel vear since he entered the 
business six years age In 1920 he 


ranked first in the Spence Agency and 


d his 1920 production more than 


100 percent in 1921. 
Mr. Wolowitz is 36 years of age, mar- 
ried, and is the father of a boy Before 
ng the life insurance field he held 
vortant executive position for five 
irs ith a large grocery concern it 


Previous to that he 


nvaluable traming 


Birmingham, Ala 


ve vears OT 1 


king Then he began 
s ce reer, starting with 
14 


Mutual in his home city of B 





g ita vear iater to jo 
le torces nm the Same city an 
ce throughout Alabama 
g¢ to Detroit two years ag 


Has Notable Record 
for Weekly Production 


Gome to Detroit two years ago en- 
stranger 1 ™ his record 

stand out as a very exceptional one 
( the most remarkable features of 


uccess Nas 


his veekly produc- 
Mr. Wolowitz has produced busi- 





ss every week since entering the in- 
field, with the exception of 

n periods and time lost through 

He has 1 mphasis in plac- 
herita business insur- 

He -eptional success 

g large policies on members of 


heads ot espe- 
large corpora- 


and on the 
men in 


to the analysis of the 
which Mr. Wolowitz has 


namely, hard work plus knowl- 
edge will get big returns. Mr. Wolo- 
tz’s hard work consists in systematic 
clos« follow-up, 


enmort, Making quotas, 


and producing business each week 


Knows Each Day Where 
He Is Going the Next 


He knows every day betore where he 
is going the next. He has a detinite pro- 
gram. He never for insur- 
ance, camouflages an entree to his pros- 
pective client, but always has a definite 


Canvasses 


appointment. He tries to get a com- 
plete history of the case at hand and is 
always ready to qualify any statement 


and to answer fully his prospect’s ques- 
tions 
He has a monthly quota sheet 


as a yearly mark as a goal. At the be- 
ginning of the year he makes up his 
yearly quota, reasonably high, divides 
it by eleven (“Wally” takes a month’s 


vacation each year), and then works to 
better it The fact that he has beaten 
every previous year’s production since 
into the business is a suff- 


as to the 


his entrance 
cient answer soundness of his 


system 
Follows Prospects a Year 

Before Making Appointment 

Mr. Wolowitz has followed prospects 
for a year before making an appoint- 
ment, but when he succeeds in obtaining 


is wavering at that time he sells him 
over agall 

ir. Wolowitz 1s a thorough stud 
of life insurance He is a subscriber t 
all the leading insurance journals and 
all statistical matter pertaining to the 


library on in- 
He 


; 


favor ot! 


He has a 
especially on tax matters 
and heartily in 
being 


Association 


business fine 
surance 
is a member of, 
all underwriters members of tl 


National 

Complete Record of All 
Prospects and Policyholders 
He keeps a 


prospects and all 


record ol all 
policyholders His 
every detail 
information he wants 


comple te 


card system is complete in 
He¢ can 
a prospect or client at a moment’s 
and this is an invaluable asset to 
a live-wire salesmat Mr. Wolowit: 


get any 
about 
notic 
to the val 


peculiar regard as to the 


is a i¢ 
his policyholders He considers them 
as capital stock. He gets his best pros 
pects trom his present policyhold 

Mr. Wolowitz does not favor lump- 
sum settlements on insurance policies 
He absolutely demands that his client 
place his insurance on an income basis 
or in trust agreements He says: “In 
order to give a man real service in his 
life insurance investments you must 
have his settlement to his wite and fam- 
ly on the income plan, for if you do not 


are not getting 
husband's and 
the father’s sacrifice and you are defeat- 
ing the big idea of protection . 

Che following actual cases which Mr. 
W olowitz clearly demonstrate 


do this the benet 


benefit 


Cclaries 


the real from the 
; 
| 


wrote 


WOLOWITZ’S POINTERS FOR SUCCESS 


Believe in the business—and the best way to believe in it is by carrying 
a sufficient amount of life insurance on yourself for your dependents 


Believe in yourself. 
Follow up every prospect. 


Educate yourself thoroughly in the business. 


Work on a definite program. 
Know where you are going. 


Study outside the business and keep posted on general business condi- 
tions that you may be able to meet your prospect on mutual ground, 


to result in new 
Wolo- 


opposed 


friend, 
He is 

one-call method 
“We are all human 


1 
voyants, and it takes time 


usiness, a new and a new 
, 





absolutely 


witz booster 


to the be cause, as he 


says, and not clair- 


to create con- 
Chis 


f persistent 


dence in a stranger.” { 








effort of “never say die” spirit is one 
t the 1 tactors 1! Mr W olowitz’s 
success 
I ll prol itv Mr. Wolowitz’s 
close follow-up and call-backs on his 
( ders has res tec ore dd 
t1ona sul ce than iny other one 
tacto ich has made him successful 
lo e a real client of a new policy- 
older he calls on him several times 
t ge the year, not onl tor business 
matters t to know his man socially 
or t t he may create new elds 
of insurance by this knowledge of his 
personal needs He takes the pol 
holder’s entire insurance program 
oe : ds. watch the ore 
dates and rendering any other service 
which he may need 


Delivered Every Policy 
He Wrote Last Year 


aid at this 


Mr. 


thor- 


time that 


his insurance so 





t he delivered every policy 
] Mr. Wolowitz 
He accounts 
. oo | ling on eacl licvholde 
for this by calling on each policyhoider, 
either personally or by telephone on the 
date of the policy and if the man 


ast year 


pses 
aposcs. 


due 


and the 
which he works: 
Detroit business man 
turned Wolowitz down flat on the first 

1] 1 ought $40,000 worth 
nufacturing 
appeared 


iti 


per- 


1 
stock 





He was a single man and it 
that } } 1 nx ‘ 1 of add 
insurance. Mr 


for $40,000 to cover the 


Volowitz finally in- 
stock 
vhich he had purchased n 1920, He 
old this business as personal insurance 
point which Wolo- 

sented that put the deal over 
t} 7) u ¢ ' "ot - +) ‘ 1 ¢ | 


yercen on the stock paid 


rance ass 


oss 


Mortgage Made Basis 
for Additional Insurance 


: 


Case No, 2 [Two middle-aged bache- 
ors who were partners in a large busi- 


carried a large amount of 
: 


nsurance and apparently had no reason 


rrying more Mr. Wolowitz, who 
ways reads the nancial pages of the 
local papers with care and is always on 


sft + Y * } sctr 
‘ OOK« i 1s ess 


at they had bought a valu- 
f and had immedi- 


covered tl 
ble piece o 
ately pl 
Mr. Wolowitz arranged an 
al d 
lowing 

ated 
SOlld ic 


1 
nortgvage would 


property 
iced a mortgage of $30,000 on it 
appointment 
presented his proposal in the fol- 
manner: He stated that a rea- 
percentage of thx face of the 


ure them that the 


nortgage would be paid at its maturity 
lf they died before the maturity of the 
mortgage it would be paid without any 
idd l expense to the estate Che 


1dimtional 
brothers exclaimed: “Why, you're talk- 


ing lite insurance.” Wolowitz asked 
them what difference it made what it 
was as long as it served the purpose. 


He placed $15,000 on each brother 


Third Case Shows Value 
of Close Follow-up 


Che third case is probably one of the 
hnest examples of what a close follow- 
up will result in. Mr. Wolowitz wrote 
a prominent and wealthy Detroiter a 
$10,000 policy in his usual method of 
obtaining new business. The man in- 
sisted on buying 20-year endowment, 
but in Mr. Wolowitz’s opinion the bet- 
ter kind of a policy would be one on the 


20-payment life plan It was rather 
dithcult to convince him but after the 
policy had been delivered this Detroiter 


became thoroughly sold on the plan and 
thanked the Mutual Life agent for his 
good advice Many insurance men 
would have considered this a final sale 
nd would have gone on to the next 


but Mr. Wolowitz cultivated 
n’s friendship for when he 
rst policy he did hi 
ol msurance tl 


should have 


this 
wrote this 
t know the amount 
Ms prospect carried or 
carrying. On further 
icquaintance he discovered that the man 
exceptionally wealthy He in- 
creased his personal insurance $150,000 

tax 


been 


was 


tor inheritance purposes 


Business Insurance Placed 
on Other Executives 


Following this, he brought up the 
question of busines insurance and found 
that he carried an inadequate amount 
He submitted a proposal on the remain- 
ing executives of this man’s company 
placed $90,000 in additional busi- 
ness msurance on them. This was all 
done in a year of business depression. 
But the need was there and he was able 
to point it out to them. Continuing on 


and 


this follow-up he proceeded to analyze 
the needs of these other executives for 
personal insurance He placed $170,000 


ore ot personal insurance on their 
lives. The bulk of this personal insur- 
ince was for the payment of inheritance 
tax The remainder of the insurance 


is placed on the life income plan, 
vable to the various members of their 
getting away from the lump- 
settlement which is so dangerous to 
iverag¢ widow 


hese 


demonstrate the 
and consistent 
what a well 
program will 


thre cast 
the follow-up 
rt and knowledge of 
| 
Hit insurance 
iverage man 


The Affirmative Mood 


At a recent St. Louis Agency meet- 
one speaker said he always tries 
to get his prospect in an affirmative 
od. To do this he asks questions 
ch require the answer “Yes”: some- 
thing like this: 
‘You understand this, don’t 
0.7?” Answer, “Yes.” 
“This is pt 
Ro” 


you, Mr 


Mr 


rfectly clear to you, 
” 


Answer, we fl S 


“That’s a fine feature, isn’t it, Mr 
R.?” Answer, “Yes.” 
“You like that idea, don't you, Mr 


R Answer, “Yes.” 
“You are satisfied with the company’s 
record, aren’t you, Mr. R.?” Answer, 


Ves.” 


“You would really like to have such 


a contract, wouldn’t you, Mr. R.?” 
Answer, “Yes.” 

This is what is meant by “getting 
the prospect in an affirmative mood.” 


It’s making it easy—and helping him to 
“ves” at the more critical moment. 
It is eliminating the negative from his 
system.—The Beaver. 


Say 
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ROTECTION POLICY OF A. J. BROWNING IS SUICIDE 
THE PERFECT P Mississippian Who Br ought Suits 
THE RELIANCE LIFE |e" || Rates Reduced 


gives you something absolutely new and different to talk to your | di Wiha inet dieiamien 
prospects. Gives you a chance to earn more money than you || attorney, committed suicide by shooting 
| 
| 





, i Cc 
are now making. himself at his home at Collins, Miss.., Premium rates redu ed 


° . ul ¢ » deat yrosecu ry attorne Se tember 1920 
Our Life Inserance Contracts contain the most up-to-date clauses — a :' , see — “ hy : P ig . 
known to the Insurance World. The Accident and Health gives All leading forms of poli- 


he filed suits against 41 life insuranc« 











full protection for at least a third less cost than regular casualty companies and 27 casualty companies in cies written. 
H } Feb ar Phese suits charged ola- 
companies. Our agency contracts are as liberal as canbe made. Peincapae 9 in podlrgeenDer iy y gna Best of contracts to 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES sippi, and asked damages totaling more agents 
i . than a billion dollars The filing of r 
. F Bank 
Reliance Life Insurance Company of Pittsburgh "“gyjaine™ Pittsburgh, Pa, these suits brought on hot turmoil over Two general Agenciesopen 
the state in*connection with the anti- . 
trust suits of the state revenue agent in Iowa. 
ee a eee ae a Write for information. 


sion for a modification of the state's in- 
surance laws The suits were annulled 
by the legislature by the passage of the 


so-called “Stor e abatement act,” — National American 


LOUIS H. KOCH, President 





was approved hy the governor 
F OES MOINES, IOWA Browning promised at first to prosecute Lif | C 
° ° ‘ his suits and test the validity of this 1 e hsurance 0. 
We issue all standard forms of Life Insurance Policies. Every policy nee statute, but when they came to - 
protected by Deposit of Full Legal Reserve with the State of lowa. trial at Collins a few wecks later, with- Burlington, Iowa 


drew them 














Maddox as Agency Manager ay incr app “ eanenie 
Incorporated in 1862 in the Commonwealth of Massachusetts FE COMPANY GF CO-GrEnATIE™ 


Announcement is made by E. S.! 


—-— — r kK . ‘ : a . . 
inney, secretary of the National Life. 

Named JOHN HANCOCK in honor of the first Governor of Massachusetts, and first signe - ; = 
aie ee Fe nke - of Des Moines, of the appointment of DES MOINES 

In 60 years it has grown to be the largest fiduciary institution i New Er gland ; \. S. Maddox as agency manager. 

Policies made secure by reserves maintained on the highest standard with an adequate (on- Thi arrangement will relieve other 
tingent Fund providing protection against all emergencies Total Assets, $239,693,000; P - 7a ha Bt . li -. the A 
holders’ Reserves and all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000 officials of the detailed supervision of ’ 

Policy contracts include all equities and options agency work and at the same time per- 


atte relating ite - 


Business done through agents. Information and advice on any n r l tol nsur . ews t : a 
ance are available at any time through the Agencies or Home Office ot this Company } mut the carrying out of “i: intensive ex- 


pansion program. 

The association has showed a sub- a te 
stantial increase in production of new COMPANY 
business every month during the first 
half of the year, the increase for May 





INSURANCE COMPANY 














OF BOSTON MASSACHUSETTS and June averaging about 60 percent We will insure the whole family! 
ahead of January and February It is Any plan. a age, either sex! 
- now issuing double indemnity and tota? way Cae, GRy 
JN 2 oe C1 OO) YA a, in| oe = 1) | oe | disability riders in connection with its 
| policies. This is a service our men 
Se appreciate these days. 
Reliance Life Kansas City Meeting 
LIFE, HEALTH, ACCIDENT«*° MONTHLY INCOME INSURANCE. The Kansas-Missouri department of If it appeals to you, write 


the Reliance Life held a convention in 


sjadaeae LATEST POLICIES AND AGENCY CONTRACT Baia tne: Kansas City last week, presided over by 


Openings OHIO, IND., KY, MICH. and W VA Write Columbas and by W. L. Wilhoite, superintendent HOME OFFICE 























| of the eastern division, and Angus All- DES MOINES 18.7 bide. IOWA 
° ° ° |}mond, superintendent of the western 
Philadelphia Life Insurance Company division Supervisor J]. H. Klinger and 
Home Office Building: 111 NORTH BROAD ST., PHILADELPHIA, PA. General Agents E. H. Muller, Roy Fin . . 
ane dal, J. L. Thayer, K. A. Borah, I. X TERRITORY 
CLIFTON MALONEY MeCubbin, C. J. Spenser. J. Gould and IOWA SOUTH DAKOTA 
her has { nC btain contract ~mweeent this ¢ : C. M. Melson were also in attendance 
Only high-type men and women can obtain contract to represent this company. Mr. McCormack. Mr. Wilhoite and 
For Salesmen and Saleswomen of such type we have an Mr. Allmond have been conducting 
interesting contract to offer, backed by real co-operation. } meetings in all departments west of the . . 
JACKSON MALONEY A. MOSELEY HOPKINS |; !'SS!5s!PP! The Accumulation Policy 
Vice-President Manager of Agencies ’ hoagie is a combination of insurance 
Wilder With the Equitable and investment in a new sense. 
\. E. Wilder, vice-president and one ° 
ECRET OF OUR’ We have a contract for you under which your of the original organizers of the Con- Specimen Rate 
One UCCESS IS income will be limited only by your activiti servative Life at Sioux City, has just Age 35...... $31.90 per $1000 
ERVICE y vy 1ties, en — ft lowe Me Wild k The continued payment of the 
for the Equitable of lowa Ait nade! ate creates i asi be fits 
A REAL PROPOSITION FOR A REAL MAN has been in field organization work for || 20h Seas. Aco ccllersit has no 
DETROIT a good many years, five of which were tense AR Po A le: a. ates 2 
FEDERAL CASUALTY COMPANY, DETROM — = ¥ awable hes a a competition. Write us about nn 
Cash Capital, $200,000.00 V. D. CLIFF, President in Iowa. It is understood that his new NATIONAL LIFE ASSOCIAT'N 


duties will take him over the country’s Des Moines, lowa 


entire territory. 























MUTUAL LIFE OF ILLINOIS _ ||| FepeRal UNION LIFE 


HOME OFFICE Insurance Company 
SPRINGFIELD, ILLINOIS | Cincinnati, Ohio 
An Old Line Legal Reserve Life Insurance Company has just issued a very interesting 
A Company of Service _ booklet , 
Service to Policy Holders Service to Agents Service to the Public “Suggestions for Increasing 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited Your Income 
and held in Trust by the Insurance Department of the State and would be pleased to send a 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments copy to every Life, Fire and 
; A few good openings for good live producers in Illinois. Correspondence Invited. Accident Agent in 


H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres.and Actuary DR. J. R. NEAL, Sec. 





Ohio, Illinois and Kentucky 












































STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 





MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE $3 CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 


























To the Life Insurance 


Agents of New York City: 


The National Underwriter Company’s New York Office 
at 80 Maiden Lane, Room 613, always keeps on hand a 
supply of Little Gem Life Charts, Unique Manual-Digests, 
Anderson’s Selling Points, Slough’s Practical Life Insurance 
Salesmanship, Easy Lessons in Life Insurance, The Medical 
Side of Field Work, Eames Demonstrators, Nash’s Register, 
Insurance Salesman and National Underwriter, (life edition) 
constantly in stock for your benefit. Come in and look over 
the Diamond Life Bulletins, the service of super-salesmen 
and coming super-salesmen. 


Every life insurance salesman visiting the New York 
office will receive a free copy of a pamphlet on “Closing”, 
the contents of which are from the Diamond Life Bulletins. 
This treatise on Closing has been accepted as standard by 
some of the best producers and agency superintendents in 
the country. 


THE NATIONAL UNDERWRITER COMPANY 


80 Maiden Lane, Room 613 


If you can’t come in, call John 1032 














Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 
= 
Contract direct with the 
Company. 
anf es 
Over $125,000,000 of in- 


surance in force. 
onfFun 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-oper- 
ation between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


W rite direct to the Home Office, 
Springfield, Ill. 


























The Appeal Is Important 


Interest will always center upon 
something that is unusual. 
It is nothing more than the 
universal characteristic of 
curiosity. But in order to gain 
recognition, that something 
must not only be unusual, but 
it must possess good quality 
and merit. If it possesses 
neither of these, interest in it 
will quickly wane. 


Every life insurance man realizes 
the value of the unusual in 
presenting life insurance. He 
tries to make his approach un- 
usual, he detests a common- 
place method of solicitation. 


The International Life now 
grants full interest rates of trust 
funds. Consider how efféc- 
tively this appeal will help you 
in your work, whether it be in 
business insurance for sinking 
fund purposes or monthly in- 
come insurance. 


And that is only one of the 
many unusual features of The 
International Life. There are 
many distinctive advantages 
that make The International 
Life a real company for the 
agent. 


INTERNATIONAL LIFE of ST. LOUIS 


The Company of Today With The Methods of Tomorrow 


J. L. BABLER 
Vice-Pres. & Gen. Mgr. of Agencies 


MASSEY WILSON 
President 





